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A Mew Livine INDEX 


“WNVENTIONS in the future, no matter 
how marvelous they may be, will avail 
us little unless human happiness is also 

increased,” says Roger W. Babson. 

The index of luxuries is not a true index 
of increased happiness. We know many a 
shoe man who contributes much to the happi- 
ness of the children of his community. His 
wealth is measured in spiritual values rather 
than in material values. 

One of the greatest shoe men of all times, John 
Coward, said: “I have helped many a foot to enjoy the 
happiness of walking and I am not so sure but what 
such a statement on my monument would not be better 
than anything else.” 

* * * 
EISURE is more important than labor for time re- 
leased from the machine is profitable to business 
and pleasurable to the worker. 

Last year more than $75,000,000 was paid as admis- 
sion into the movies of the United States. 
talized on the leisure of our people—its property being 
nearly $2,000,000,000. What effect on society, as well 
as on shoes will the movies have in the future, when the 
public at large will average three nights per week before 
the talkie-flicker pictures ? 


Movie is capi- 


The Best Bet 
in This 


Issue 
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Do your shoes stay sold? 


and more 


Bean government in business 
business in Government. 
Through appointment of an Advisory Com- 
mittee on Manufactures by Secretary Lamont, 
under the Chairmanship of Col. L. S. Horner, 
business and industry will for the first time 
obtain the kind of data through the Census 
which will be of most practical value in the 
study of markets and in planning for the 
future. 

The Census Bureau has a tremendous task before it 
next year—counts on population, manufactures, agricul- 
ture, mining and distribution must be taken. 

x Ok O* 


fy JHN C. McKEON tells us, “I hope you will develop 
that character of education which will make for a 
maintenance of true efficiency in the retail shoe world. 
Numerous new shops and departments are continually 
opening up all over the country, featuring shoes in a 
brilliant and colorful manner. This is right in step 
with fashion, and should lead to better and more profit- 
Let us all aid in creating “art moderne.” 


RHE flelners 


Editor-in-Chief 


able retailing. 


Read it 
on page 36 





ROUND THE CLOCK 
WITH FASHION 
























































THE CLOCK OF FASHION Is 
94 HOURS FULL OF SHOES 





3 O'CLOCK SHOE: For the early morning tramp our mod- 
erne selects a soft Russian calf, rubber sole, three eyelet 
tic, with multicolored Serbian stitching on vamp and saddle. 


9 O'CLOCK SHOE: Tan suede with chocolate patent tip and 
arter. This shoe styles the mahogany heel and dull chased 
ickle which are clever complements for travel and early 
»vn clothing. 


‘LOCK SHOE: Dull brown kid oxford with sharp angle 
line trim. This type shoe is usually the choice of the fas- 
tidious matron when a monotone ensemble is desired. 


12 0 CLOCK SHOE: Simple pump with punched hole and 
od i throat lines the feature. Dark brown tweeds and soft 
w.olens are usually worn with this smart tailored footwear. 


O'CLOCK SHOE: Dark brown suede, featuring center 
buckle and kid combinations, with angular lizard inlay and 
hard enamel buckle. This shoe is suitable with flat or frost 
crepe gowns. 


O’CLOCK SHOE: Plain pumps and velvet and crepe or 
moire combinations are shown by some of the leading manu- 
facturers. Their uses are numerous, especially with a flat 
crepe of chiffon afternoon frock. 


O'CLOCK SHOE: Hand colored brocade, center vamp 
treatment, chosen by the matron or debutante who does not 
favor the modern movement of the skeleton sandal. 


O’CLOCK SHOE: The extreme modern evening sandal to 
be worn by the ultra-smart when wearing the long, trailing 
chiffon and lace evening gown. 


9 P.M. TO 1 A.M. 


6 TO 9 P.M. 


9 TO Il A.M. 


11 A.M. TO 12 M. 


12 M. TO 1 P.M. 
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HAT is to be done to curb the abuse of the 
privilege of returning merchandise to the retail 
shoe store. For it is a privilege and not a night 
to return shoes bought in good faith and receive cash or 
credit from the store that sold them likewise in good 
faith. Let’s keep this thought in mind as we try to 
analyze the causes of this perplexing problem and some 
possible remedies that may be applied. It will clarify our 
thinking and perhaps help us to discover a solution. 
For it’s time to call a halt on this flagrant and growing 
trade evil. 

Return of merchandise is a problem which is by no 
means confined to the shoe store. Retailers in practically 
all lines of business are confronted with it and are realiz- 
ing more and more the heavy burden of cost that it adds 
to the expense-of doing business. They are coming to 
recognize that it is one of the factors that are making it 
increasingly difficult for retail business to show an 
adequate profit. 


N the face of it, the shoe merchant might not ap- 
pear to be so badly off as some other retailers with 
regard to the evil of returned merchandise. Figures 
published some time since indicated that of all goods sold 
by department stores, 29 per cent was returned. Mail 
order houses showed a return percentage of 26 per cent. 
For retail shoe store the returns amounted to 12 per 
cent. This comparison might lead us to believe that, rel- 
atively at least the shoe business occupies an extremely 
happy situation so far as this particular trade problem is 
concerned. But this is one of those cases in which the 
figures do not tell the whole story. 
The manager of the house furnishings department 
in a big retail establishment told recently of a case in 
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which a customer bought several rugs, used them jor 
more than two years, moved into another apartment 





inded 


which necessitated rugs of a different size and de: 







full credit in return for the old ones. Moreover, her 
demand was allowed. That looks like an extreme 
instance. But, in the case of antique rugs, it is con- 
ceivable that even two years of use might not have 





lessened their value as much as an hour’s use of a pair 
of shoes. So the character of the merchandise enters 


into the matter fully as much as the extent of the abuse 









Customers don’t always recognize this fact. They fail 
to perceive that they have less justification on their sid 
when they send back a pair of shoes for no good reason 
than when they return something else whose selling 
value has not been materially impaired by a certain 





amount of use. 

And so, while the shoe store takes back less n 
dise than some other stores, it suffers a greater loss when 
goods are returned. Every retailer knows the story. 
Soles to be refinished, scratches and abrasions to be re- 
Too often even 





rchan- 








paired, all at the expense of the store. 
such repairs are hopelessly inadequate to restore th 
shoes to their original condition. So they go into the 
bargain section or a P. M. is placed’on them ai 


i again 


the merchant takes the loss. 





OREOVER, the percentage of returns appears t 


be mounting in a good many shoe stores. This 
isn’t surprising in a highly competitive age like the pres 
ent, when the customer’s will is law. Customers are 


quick to sense their advantage and press it to the ut 


most. A San Francisco store received a po 
from a society woman on which was printed: ‘‘l’leas 
have your delivery car call for goods to be rned 
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Fl SHOES THat You SELL 


Sray Jouw? 


A shop in Fifth Avenue, New York, found it neces- 
sary 10 credit thousands of dollars a week in its shoe 
department. In most cases a plausible excuse was 
offered. On a check-up, however, it was found that 
exchange was not often the cause of returns. A change 
of mind or just no excuse except “it was not right.” 
The habit has become serious, so serious that after 
organizing a checking system in different ‘stores the 
credit men obtained some very useful and worth while 
data. 

One woman of substantial credit had a stocking return 
complex. After going over her year’s purchases, it was 
found that it would be more profitable to accept returns 
than to lose the customer. Another returned shoes. Six 
pairs of perishable summer footwear in a 712 AAA size 
were sent back late in the season. These customers in- 
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dulge in this purchasing as a form of personal aggran- 
dizement, as an afternoon’s entertainment or because of 
imaginative longings. Many cities have formed credit 
clubs with a full check of returns and confidential report 
lists. It was found that the costs of service, boxes, and 
tissue were astounding and the store prestige has not 
been helped by an over-indulgent attitude. No customer 
likes to accept merchandise which she feels has been 
worn or tried on and returned. 


WOMAN went into a San Diego shoe store re- 

cently and told the proprietor that he must give 

her a new pair of shoes. She said he had fitted her with 

a seven when she had specifically asked for a seven-and- 

a half. He recalled the transaction and told her that he 
[TURN TO PAGE 91, PLEASE] 
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HERE has been a lot of yT of business administration and chains < 
loose thinking, loose H i the like, who have made a st selling < 
talking and loose writ- of this subject. They say tasteft 
will grow to a certain point | 


ing about this chain store thing. 


Through most of it two view- Dp cause of the inherent advantage 
points stand out, two schools of a of the chain method of distribu- 


tion, but beyond that the 


thought, if you like. On the 
not grow, for the simple 


one hand, those who see the 

chain system dominating distribution. The big fellows that everybody doesn’t care to buy from chain 

have all the better of it; they’re out to crush the inde- Consequently, the independent who is up-to-dat 

pendents and eventually they will. It’s the trend of the cient and on his toes has pretty much the ‘same 

times and nothing can stop it. That’s one point of view. that he ever had. 

Many retailers think this way. With neither of these viewpoints does the wi 
Then there’s the other side, the academic viewpoint, this article agree entirely. The idea of chain dom ation 

let’s call it, because it is in line with the reasoning of most is bred of a fear psychosis, the same thought th‘ sent 

of the experts in retail distribution, professors in schools folks into hysterics about trusts and combinat' 


5s in 
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restraint of trade thirty years ago, the unreasoning. fear 
that has written upon the statute books of this country 
scores of statutes whose main results have been to hamper 
and render difficult the natural 
At moment, 
are being made to curb the growth of the chains 
itory enactment, a perfectly futile and impossible 


economic development 
and logical progress of business. this 
efforts 
by sta! 
procediire. 

The belief that chains will never interfere with the 
effcier:' independent is based largely on reasoning from 
past history. The argument runs something like this: 
In the beginning we had the country crossroads store. 
Then 
depart 
chain. 
cialty 
out the 
the cha 
ing, O 
for his 
than t! 


long came the specialty shop, a little later the 
ent store, the mail order house and finally the 
The department store didn’t wipe out the spe- 
‘tore. The specialty store didn’t altogether wipe 
crossroads country store. Therefore neither will 
n store wipe out the independent, always assum- 
ourse, that the independent puts up a real fight 
wwn salvation. This reasoning is far more sound 
other, which is based on emotion rather than 
logic, but it fails to take account of one truth, namely, 
that history doesn’t always repeat itself. 


HI: 


are living in an age in business that has no historical 


plain, undeniable truth of the matter is that we 
precedents. We are pioneers exploring a new country. 
The old maps no longer help us. 
frank and honest about it. 


Let’s be perfectly 
Nobody knows just how far 
chain store distribution will progress. A lot depends 
upon the attitude of the chains with reference to certain 
problems that they are experiencing. For no kind of 
business has easy sailing all the time or the advantage 
of every fair wind. A lot depends on what the inde- 
pendents do. There is every reason to believe that they 
will not give up the fight and that the fit among them 
will ultimately survive. 

Possibly one of the best reasons for believing the 
independents will survive and continue to prosper is to 
be found, not in history but in psychology. A lot of 
people don’t like to buy merchandise in chain stores, 
not because they have any particular prejudice against 
the chains but simply because they don’t like the way the 
chains do business. The standardization and the mass- 
selling atmosphere, if we may call it that, is entirely dis- 


tasteful to them. It’s the old principle that enables so 

















= 

DRUG STORE 
CHAINS 
68M. 


DEPARTMENT FIVE & TEN 


67M. 34M. 


BOOT AND Shoe RECORDER 
mbining THe SHor RETAILER, Aug. 24, 1929 


GROCERY 
STORE CHAINS CENT CHAINS i ti 


many different kind of retail stores to do business side 
by side. Why don’t we buy everything we need or 
want from one big central warehouse? Why do we need 
stores at all, with their expensive furnishings, displays, 
Why not put in a requisition for one 


Simply 


personnel, ete. ? 
pair of shoes, fall, suede, brown, size 514 B? 
because no woman in the world would get half as much 
thrill out of a pair of shoes bought in that manner as she 
would out of an afternoon spent in trying on all sorts of 


shoes in all sorts of stores. 


HE world is made up of millions of people with mil- 

lions of ideas, tastes, desires, wants and preferences. 
It takes an enormous number of retailers and manufac- 
turers and distributors of all sorts to serve those wants 
and needs. The millions of people who are consumers 
and customers do not stipulate that you must be a chain 
store magnate or an independent retailer or they will not 
buy from you. All they require is that you shall serve 
them well. 


N an article in the July 15th issue of Forbes Magazine, 
Charles W. Wood observes: 

“One must distinguish in making any study of the 
situation between the chains which have grown to suc- 
cess and those which have merely been launched by large 
capital. These latter chains have not yet demonstrated 
their usefulness. They may or they may not serve the 
people better than the people have been served before. 
If they do they will succeed. If they do not, they must 
eventually give way. Just because they have adopted 
chain methods does not, in itself, prove very much. The 
best of methods must still have the best sort of manage- 
ment. Whether these new-comers in the field can sud- 
denly set up a nation-wide organization as good as those 
which have been slowly built up by Woolworth, Penney, 
Grant and others remains to be seen.” 

This sums up very accurately the present situation with 
regard to chain store distributon. The system as it exists 
today, following the tremendous expansion of the past 
few years, is still being tested out on the proving ground 
of practical service. If the new chains serve the public 
better than the agncies already existing the public will 
give them its vote of confidence. But the public will be 
equally fair with the independent merchants who fulfill 


its requirements. 


A striking illustration of the enormous volume 
of capital invested in chain store enter- 
prises in various lines in the United States 
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Getting More Shoes Sold Right 


Not ‘‘Flat on tts Back” 


TENDENCY of pessimism in any one trade is ex- 

ceedingly dangerous. For a speaker to be intro- 
duced before a meeting of many industries as repre- 
senting a trade flat on its back is certainly a most uncom- 
fortable preface to any talk pertaining to shoes and 
leather. ° 

For a trade to voice itself with “a poor mouth” when 
all other trades seem to be able to measure their own 
success and failure and to look at things with a view 
that business is normal or better than the average, is to 
put the shoe trade in a position of chronic pessimism. 

By and large business is good and can hardly be 
expected to be very much better—all industries con- 
sidered. 

The shoe and leather industry must begin to realize 
that this is so. It must fit its businesses into the general 
picture. There is nothing else to be done. 

There are businesses within the shoe and leather in- 
dustry making real money and they will continue to do 
so. There are many stores making real profits. 

We challenge a report made by the National City Bank 
of New York because of the measuring stick used. The 
bank takes 284 companies and figures in the first six 
months of 1929, the combined net profits of these com- 


panies was 33 per cent higher than in the corresponding 
Twenty-eight lines of industry wer, 
That is only an averag; 
The 


period last year. 
represented in this compilation. 
of ten companies studied per industry. 
continues as follows: 

“With the exception of leather and shoes and restay. 
rant chains all lines showed a gain. Leather and sho, 
showed a comparative loss of 44 per cent. The great; 
comparative gain was in the textile industry 131 per cen 
Iron and steel came next with a gain of 103 per cen 
Leather and shoes showed a loss of 44 per cen‘, anj 
restaurant chains a loss of 18 per cent. The output oj 
leather and shoes of the companies reporting was ‘jn {| 
first six months of 1928, $10,210,000 and in the say 
period this year $5,714,000. Twenty-three iron an! ste 
companies showed earnings of $172,809,000 as cow pare; 
with $85,084,000 during the same period of 1928.” 

Now what happens when the general public business 
men and bankers read such a sketchy analysis? 
and leather are given the lowest possible rating. 

When shoe men want money for expansion or develop. 
ment, what chance have they against the general ; inion 
of the country that there is no profit to be made ji 


report 


Shoes 


shoes and leather? 

It is high time for us all to point out those businesses 
and stores that are prosperous and successful witliin our 
trade and there are many of them, to give to success its 
credit and to measure our industry as well by its in- 
creases as its failures. 


Mie Ml, Ml 


Most for Money 


O you remember “Ruggles of Red Gap?” 
realize that “Cousin Egbert” represents the aver- 
age human being who “can be pushed just so far?” 

You can lead people to do certain things up to a cer- 
tain point. At that point they may get the idea they ar 
being imposed upon, and then, blooey! 

Woe betide the man, or group of men, who attempt 
to push the great mass of Cousin Egberts too far. 
hide tariff, pushing shoe prices up—might produce an- 
other buyers’ strike. 

A long-suffering, patient, good-natured people, sud- 
denly aroused to the idea that they are being exploited, 
becomes a sullen, angry, rebellious, and some times 
dangerous element. 

The price question is before the ‘people today. They 
are inquiring about things and doing some investigat- 
ing. They are beginning to think that the 
shoes have gone high enough. 

The mass of buyers of things responds generously t 
For example see the enormots 


Do you 


reasonable measures. 
number of automobiles that run out of wareho 
the roads every season. New cars by the 
Would these cars be sold in such enormous 
prices had mounted steadily each year? 
Would there be a radio in every other home 
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onding ing sets had been advanced in price every few months — been indulging in is ruinous. Who started all this, any- 
"y wer on account of tariff or control of materials? how? Let’s bring him to book. Some smart Aleck 
area People know that men’s clothing is selling at the low- ought to be put out. Some inspired genius should be 
— est prices since the war. Almost every item entering roped and tied. Here you go after a will of the wisp. 
into the making of a man’s suit is scarce and high. Year after year piling up more expense and throwing 

restay- If you think the American public is not reading, talk- good money after bad. 
d sho ing. acting in this matter you had better have your Drastic measures are necessary. I shall begin by 
greatest itin er adjusted. shutting down one-half of the factories for six months 
er cent bo not try to push them too far—Congress—remem- and cleaning up the rest. You are overproduced and 
or Cent ber elections return again, undersold. You have twice as may mills as you need. 
Some of your factories have no right to be alive. Many 
hin, he, thin. 


Too Much 1s Plus-Plenty 


‘ PPOSING that the shoe trade should suddenly and 


of your retail stores should be permanently closed. 


he he te 
nspiredly appoint a Judge Landis to straighten out Merchant First 

som of its tangles, as has been done in Base Ball? What 

would the shoe czar say and do first? One glance HOE merchants say, “We read Tne Boor AND 
through the books of the average manufacturer and re- SHOE RECORDER in order to parallel our own expe- 
tailer and he would roar like a lion. “Where’s your co- riences with what we read. Those experiences are more 
operation?” he would shout. “Where’s your get-to- surely parallel, and they are based not on fiction, but on 
gether spirit ?” fact.” 

Tue Boor aNnpD SHOE RECORDER aims to provide the 


LISINess 


Shoes 


C veloy - 
opinior 


lade it 


You hold conventions, you have organizations. What 
do you do at these meetings? Have you no understand- inspiration and ideas that will aid the retail merchant in 
ing of the word friendliness? Are you all enemies? Getting More Shoes Sold Right. 


Can you not agree upon 
G NE the attention of custom- 


one thing? Is all your 
trade selfish and _ self- 
KOTZ’S SHOE STORES, INC. ers for whose _ interest 
462 South State Street, rival merchants and rival 
Chicago, Ill. 


“TI have been a consistent reader of both 
the “Shoe Retailer” and the “Boot and Shoe 
Recorder” for a great many years. The 
combining of these two trade papers will manner of its presenta- 
give the readers of the shoe trade one of the tion that counts. And. 
most outstanding magazines in the country. 

Allow me to congratulate you on this won- 


sinesses 
hin our 
CeSS Its : . . ° 
set lor selling, in this 
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highly competitive age, 
depends upon fresh ideas 
seeking ? that will catch and hold 

Can you not act as a 
unit when your very life 
blood depends upon it? 


Come, now, let’s reason industries constantly ap- 
Do you ; : 
: together. You admit peal. 


that too many styles are 
the ruination of business. 


e aver- — 
" It isn’t only the mer- 
chandise but equally the 
) a cer- 


hey are 


Your books show it. 
Too many seasons, too 


much cost, too much ev- since the retail merchant 


attempt 


yusly t 
ormous 
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erything but good busi- 
ness methods. 

Cut out the comedy. 
Cut out the evtravagance. 
Get down on earth an‘ 
out of the clouds. Agree 
on something and stay 
by your agreement. 

Competition is great 
but the kind you have 
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derful achievement, and with best wishes for 
your continued success.” 


(Signed) KOTZ’S SHOE STORES, INC. 


* * * 


Our new friends and subscribers who formerly 
received THE SHOE RETAILER and whose sub- 
scriptions were paid in advance beyond July 
27th, will receive a copy of the Boot AND SHOE 
REcoRDER for the full period of time that their 
subscription is to run, All those who have had 
subscriptions to both THE SHOE RETAILER and 
the Boot anp SHOE ReEcorverR will have the 
unexpired portions of their subscription to THE 
SHOE RETAILER extended beyond the expiration 
date of their present Boot AND SHOE RECORDER 
subscription. 


Sets oy go 


President. 
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is at the strategic point 
of contact with the ulti- 
mate consumer, to help 
the merchant is to help 
the manufacturer, the 
tanner, the traveling 
salesman and the entire 
industry. 

Training the imagina- 


tion is first requisite. 





MILTON H. FLORSHEIM 
CHAIRMAN OF BOARD 
The Florsheim Shoe Co., 
Chicago, Ill. 


AND OTHERS TELL 
OF MEN’S SHOE BOOM 


F retailers and manufacturers could concen- 
trate and induce the public to wear more ‘an 
shoes in the early fall months, we know it would 
substantially increase the sale of men’s shwes. 
We are enjoying a most unusual business. Our 
volume in units and in dollars is the largesi in 
our history. Our outstanding production prob- 
lem is to produce sufficient shoes to supply our 
customers in time for the fall selling season. The 
sport shoe business has been a marvelous help in 
increasing spring and summer production. 


Milton H. Florsheim. 


HE California Shoe Retailers Association 
was the tendency seems to be even more 

strongly in favor of black shoes for fall. An 
organized movement in advertising and window 
displays to put tans forward is recommended. [n- 
telligent selling by the salesman on the floor of the 
correct shoe for the ensemble or occasion will pre- 
vent this tendency of one pair of black shoes for all 
occasions. The present successful season of sport 
shoes is ample proof that men will buy an extra 
pair where the style line is made distinct enough 
to prove an extra pair justified. 


A. A. Hoerr of Woolf & Reynolds, Johnstown, 
Pa., says: “Clothing and shoe industry must s'rive 
for better team work if we are to arouse a s'\le- 
consciousness among men.” 
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A VIGOROUS PERIOD 
AHEAD IN ECONOMIC 
PROGRESS OF INDUSTRY 


'#E Farm Bureau Federation says that a 10 

per cent hide duty is of no account. It is too 

small; it is merely a promise to save the face 
of some people who wanted to get something for the 
people at home, and the only practical alternative 
is to raise it, and they are proposing to raise it. 
Somebody is proposing a hide duty of +5 per cent 
—or 6 cents for green hides and 5 cents for dry 
hides. Would that work? Utterly impossible. It 
is just as far from possible as it can possibly be, and 
for two or three reasons. 

The first is a political reason. It would raise 
the price of shoes so much that the people in this 
country would not stand for it. There would be a 
different Congress here at the next session. That 
is the first consideration. 

It would raise the price of shoes from one to two 
dollars, so that every shoe retailer would tell his 
customers, “You see what Congress did for you. 
You have to pay us $2 more, or $1 more.” 

Conditions today in the shoe business are very 
peculiar. The fact of price resistance is tremen- 
dously important today. It was not formerly as 
great, and a slight change in price did not mean so 
much. But a little change in price today means 
a great deal more, because a very large part of the 
shoes in this country are sold at fixed prices—that 
is, prices that have been advertised—and if there 
isan attempt to raise that price by a half dollar or 
adollar a pair you will see what will happen. It 
will be a revolution. 

Ido not believe the country, I do not believe the 
Congress, I do not believe anybody in any position 
of authority would stand for such a proposition. 


(Voiced by Mr. Jones before Senate Committee 
Hearings. ] 
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CHARLES H. JONES 
PRESIDENT 
Commonwealth Shoe and Leather Co. 
Whitman, Mass. 
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Another type of the square toe last is shown 

above in brown calf; while below is the 

more rounded type in a combination of black 

Scotch grain with the same color in smooth 

calf. This collegiate type carries a highe» 
heel with a slight flare 














A two-tone sport-type shoe for early Fall 
street wear in tan (smooth or Scotch grain) 
trimmed with black smooth calf. The bal- 
loon toe has been modified and is good in 
practically all of the popular price lines. 


N the good old days, when anyone made « 
mention of custom toes, English, French or 
balloon they conveyed a definite picture. 


however, toe shapes on men’s shoes have altered to such 


an extent that old names no longer mean what 


did. Which brings us to the point that the trend toward 


narrower toes which has been under way for a 
year now continues to be very much in evidenc 
that it has reached a new peak in the samples now 
through the factories for Fall delivery. Even thy 


tom toe, narrow as it has always been, is still narrower 


this Fall. 

This change in toe shapes, with its consequent 
dency to confusion when old names are used, lead 
least one expert shoe manufacturer to suggest 
the trade could do not better job than to sect 
words “English” and “French,” at least and substitu 
such expressions as “medium square effect,” o1 
row square effect,”’ etc. 

Another thing to note while on this subject 
shapes is that some shapes are good in all grades 
parts of the country. This is notably true of t! 
rower French type. The very pointed custon 
good on high grade shoes in all parts of the « 
and will be good on popular priced shoes in Ne‘ 
City. This carries with it a higher heel—fron 
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The round toe English type will sell well 
in medium and high grade lines. Many will 
be seen with 9/8 heels 


10/8. The chances are that it may be good, also, in a 
few of the larger cities of the Middle West and the 
West Coast. 

When it comes to leathers we find the trend toward 
more of the smooth types and fewer of the figured 
leathers, such as Scotch grains, although the latter 
still holds a prominent place. Colors, by which is 
meant the ratio of black to tan, are changing all too 
slowly. Generally speaking, the higher the grade of 
shoe the more tans. In popular price lines, black leads 
by a wide margin. This margin has been cut down 
considerably in the medium grades; and the two colors 
are expected to run a neck and neck race in the higher 
grades. 

Here’s a real thought, however. Why not two tone 
shoes—semi-sport types—for street wear this Fall? To 
the astonishment of almost everyone in the trade, men 
took avidly this Summer to black and white sport shoes 
for street wear. They liked the idea and it helped swell 
the pairage. If they liked two-tone shoes during the 
Summer, why shouldn’t they like them during the 
Fall, also ? 

It is a safe bet that your customers—many of them 
at least—can be sold shoes of black and brown, or 
brown and tan, this Fall and that many a two-pair 
sale will bloom where only one bloomed before. 


2, . 
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FOR THE 
FALL 











The surprise of the season is the introduc- 

tion into popular price lines of the extrem: 

custom toe for New York City consumption. 

The narrower French toe, shown below, is 
a good bet in all lines including the top 
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To Become [| 


WHAT HAS sir “se "S$, We A 
GONE BEFORE: 7 / —— b | ) . crea" 


| ILLY ROGERS 

wanted to own a a . B 
shoe store. He had -_ Id 
$17,000 and some ae 
practical experience ? “sy 
acquired as a sales- four 
man in Parker’s / \ bi, 
Shoe Shop. George 4 . in a 
Morland was willing us 4 Fe 
to sell his store for 
$22,000. Too willing, h 
in fact, as it ap- 7 4 oer 
peared when Billy, pee 4 
acting on the advice S ) Ni 
of June Solent, con- eee areat 
sulted Jethro Blunt, ‘an _— 
president of Fretton 
National Bank, and : 

B’ 





the latter scanned 
the figures on Mor- 
land’s business. Un- 
der Blunt’s relentless 
questioning, Billy “M 
presently discovered ‘ 

that he had plenty —$—$—$—$ $$ ae ~ have 
to learn about run- level.’ 
ning a business. The “y? 
banker shrewdly ad- 
vised Billy to see DIC . y but tl 
Mr. Parker, whose EPISODE I\ “VY 
employ he had quit ‘ 
when he decided to HE grand opening was originally planned for Saturday, August 31. hope : 
blossom out as a ae: rs oe a a = ; P: 
full fledged competi- Unfortunately Louis Perelli, whose store Billy had sub-rent: on 
tor. Billy overcame not come until the Monday before. The store that louis ided W 
his reluctance to call ; “nN 
on his old boss and 7 

was more than ever hands expressively when Billy complained of the delay. tunist 
convinced that there ey we ee ote Be ; weak- 
were lots of things silly had had a bothersome job in getting help. e put an a 
he didn’t know. But ment in the Fretton Courier for “two thoroughly experienced sli 
he soon mastered a ’ 
few basic principles . 
and was eager to The first man who applied was George Morland’s brother-in-la 
learn more. June also 
contributed some ; 
helpful ideas. Epi- for nothing brother-in-law.” Billy remembered his contact with 
sode IV follows: : 


to occupy was not ready before, so what could he do? Louis sp 


Their 
Parke 
As 

fine 1 


men, good permanent positions to the right men.” 


Featherfew—whom everybody spoke of as George Morland’s “fat | 
worke 
that I 


when he thought of buying Morland’s store. : 

“Say, Billy, I'll come to yer—and lemme tell yer somethin’, I'll | ev 
George’s best customers to yer. Yer see Billy,” he tapped him conti the ex 
on the chest, “old George is through—he’s done. Gimme forty a a weel 
stari—an’ in a month we'll have all his trade. Whad’ yer say?” Jun 
“T—er—I can’t pay that much,” Billy did not like Leslie, yet li 


know how to turn him down. “Sorry, but it wouldn’t be right to 


the ex 
for fu 


; : - 
away from your brother-in-law.” OURE 


“That’s all right—George is nuttin’ ter me—every man for Eve 
what can you pay?” 
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Ars READY 


hroe MERCHANT 


Jh, not more than twenty dollars.” Billy blurted the amount, thinking 
to h:mself ‘that should settle it. 
“(), K. Billy—jest ter help yer get goin’.” 
\ ow what to do? Billy was scared he was landed with this useless disloyal! 


> 99 


crea'ure. “Guess not, Leslie, got to get someone right away.” 
uits me—George says he can do without me any time.” 

Billy gasped, then did what he should have done at first. “Nothing doing, 
I don't think we would fit.” 

“Ilo, jest stringing me eh? Well, I wouldn't work fer a little two by 
four like you. An’ let me tell yer somepin’ else, We'll run you to the wall 
in a vear.” 

Feeling sick at heart, Billy turned and walked away without a word. 

The same day, two of Parker’s salesmen came to him for a job. He asked 
them if they had told Parker they wanted to leave. 

No, they hadn’t. “But, Billy,” said one, “you know us, we could work 
great together. Give us five dollars raise and we'll quit.” 


ILLY shook his head. He would not take help from Parker—good old 
Parker who had gone out of his way to help him. That same evening he 
met his old boss. 

“Mr. Parker, some of your people applied to me for a job—but I wouldn't 
have them. I couldn’t afford them but—anyhow it—it didn’t seem on the 
level.” 

“I’m glad you told me Billy—I had been told you had offered them jobs 
but that they would stay if I met your figure.” 

“Well, I'll be damned”—Billy was indignant. “You don’t believe it | 
hope?” 

Parker shook his head and smiled good naturedly. 

“What will you do? I’d fire ’em.” Billy was belligerent. 

“No.” Parker shook his head. “They are pretty good boys. Just oppor- 
tunists and not possessing very high ideals. They are all right, but are 
weak—that’s why we pray ‘lead us not into temptation.’ No. I'll keep them. 
Their poor little bluff is funny. We’ll let them think they got away with it.” 
Parker squeezed Billy’s arm. “We employers must work together, eh?” 

As his old boss walked away, Billy looked after him. What a 
fine man; how he understands human nature. “And when I 
worked for him we salesmen thought we were pretty slick and 
that Parker was an old has-been: gosh, what silly asses we were!” 

Several other men Billy saw about his advertised jobs. But all 
the experienced men were not interested in his twenty-five dollars 
a week, 

June Solent finally talked it over with Billy. “You, Billy, are 
the experienced man. I think you made a mistake in advertising 
for fully trained shoe men. Why not try again and advertise for 
young men with some shoe experience ?’ 

Even that advertisement failed to purchase results. It was 

[TURN TO PAGE 89, PLEASE] 
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By 
Harold 
Whitehead 


Por ten years VW 
Whitehead was head 
of the Department of 
Business Vethods and 
Sales Relations of the 
College of Business 
ldministration of Bos 
ton University. He 
has served as Business 
Counsel for many 
large col horations Ile 
has written many suc- 
cessful books on busi- 
ness and his text books 
on selling are used m 
schools and colleges. 
Among his published 
volumes are the fol- 
lowing: “Common 
Sense im Business,” 
“Flow to Runa Store,” 
“Problems of the Ex- 
ecutive,” “Dawson 
Black—R ectail Mer- 
chant,” Business 
Career of Peter Ilint.” 
“Principles of Sales- 
manship,” “The Bust- 
ness of Selling” and 
“Vou Job.” 





COLOR IN 


HE first blue riding boot is here. It 

appeared on the bridle path in Central 

Park last week—worn by a “man about 
town” and it looked in the picture—for the 
rest of his rig was in the same color. The blue 
of the boot was not as conspicuous as might be 
expected. The next step is the blue boot for 
women equestrians. 

Horseback riding is on the increase. In the 
ride for health, a canter in the park in the early 
morning is society’s “pick-me-up,” after a 
“night of it.” It is part of the routine of life 
of many a hard working man and woman who 
find it good to ride for health. Despite the 
automobile, it is said that more horseback 
riding is being done today, as a pleasure, than 
ever before in America. 

There is a profit and a real prestige in the 
sale of boots—especially in the greater riding 
season ahead. 














John Mack Brown, 0f movie 

fame, shows how the well- 

dressed equestrian should 
look 





IDING is on the in- 

crease — the _ produc- 
tion of riding boots is an 
index of the increase: use 
of the horse as an aid to 
health or sport. Two smart 
new boots are shown—note 
the new piped lines for 
emphasis of pattern. The 
upper boot for men, is in 
dark blue, although the 
russia brown boot leads in 
selling. The two tone boot 
for either man’s or woman's 
use is in two shades of tan 
—it is double strapped, the 
lower strap a guard for the 
spur which slips under the 
strap and is so light 1 
weight as to be most incon- 
spicuous. 


¥ Santa Barbara one 
merchant in the town is 
designated as the bootman, 
this has developed jor him 
a worth-while business 
whereas if all the merchants 
were carrying boots there 
would be no profit all. 
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Innouncing a Quality Prod 
“tor Men Who Wear Good Sha 


ADE of the best and finest 

quality leathers. Finished 

in exquisite taste and style. 

Economically built in a fully 

equipped modern plant by 

>» skilled workmen.to sell at a 
~ moderate price. 

: -- Nowhere else can you find 

- this \ideal combination of 
"shoe excellence. 


THE J. R. BURNS SHOE CO. 
ENDICOTT, N. Y. 
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Arcu Form 


steps out with 
national magazine advertising 


in full color 








ARCH FORM 
Super-Flex (Cement) Process and Littleway 
Process. for dress wear 


ARCH FORM 
Flexible Welts for general purpose wear 








—<CH FOR), FOp 
IN Dest 


Quality advertisement to appear in the September 14 issue of Vogue. 


T.. attention of every shoe merchant 


in the country is directed to the Queen 


For this advertisement—one of a series to run this autumn in full color= 


reaches a new high mark for the beautiful presentation of fine footwear and 
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CHATEAU, $10 Retail RAINBOW, $8.50 Retail 


marks the debut in national advertising of the wonderful new Arch Form shoe. 


Thus another important milestone is reached in the notable progress of the 


Arch Form. 


A year ago today the new Arch Form existed only in the samples and in the 
drawings of the professional men and practical shoe men who sponsored it. In 
January, 1929, the finished, perfected product was introduced to retailers at the 


N. S. R. A. and it created a sensation. 


In the few months following hundreds of retailers sold thousands of pairs of 


this fine style shoe which has become a regular on dealers’ shelves. 


Now in its proper turn, with production facilities equal to demand, the mighty 
force of national advertising comes into the Arch Form picture. For it is now 
the intention of the makers of the Arch Form to reach the women of the whole 
United States with the wonderful dramatic news that a style shoe need no longer be 


an uncomfortable shoe and that an arch shoe need no longer be an unstylish shoe. 


* 


THOMAS G. PLANT CORPORATION, BOSTON, MASS, 
IN STOCK CENTERS: BOSTON - ATLANTA 


Chicago Sales Office: 209 South State Street 


New York Sales Office: 908-910-912 Marbridge Building 
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O and two doesn’t equal 

five! No more can a pair 
of shoes made from ordinary 
calfskin equal a pair of KAN- 
GOLA... 


Clinical tests show that KAN- 
GOLA permits better foot ven- 
tilation than other leathers. Its 
fine flexibility and strength 
allows foot freedom without 


sacrificing the shape of the shoe. 
There is only one KANGOLA! 
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REG.U.S. PAT. OF F. 


kangola 


C:D.BROWN @ CoO. Me 
Rochester, NY 











SEE 
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“Nearly every person who 

enters your store is a pos- 

sible purchaser of Repco 

Brushes and Daubers. 

Display Repco Brushes 

and Daubers prominently 

and call your customers’ 

attention to them. Take 

advantage of this fine op- 

portunity for additional 

findings profits. @,Rerco oe are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @{_Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 





For Sale by Shoe Findings Dealers - 


United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 
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CRESCENT LEADS AGAIN! 





PER PAIR 


DOZEN 
LOTS 





Three real hot, new, snappy patterns! 


All sure rapid sellers. 


Real high grade McKays. 
All kid lined—French Corded. 
Here is a $5 and $6 retailer 


with a margin! 





IN PATENT LEATHER 
KAFFOR KID and 
MAT KID 








PER PAIR 
DOZEN 
LOTS 
IN BLACK AND BROWN 


SUEDES and ALL NEW 
REPTILES 








3259—Patent with Kaffor Kid inlay, 
vamp and quarter, 22/8 Spike 
Heel, Balloon Toe. 


3530—Same, with 15/8 Cuban Heel. 
3531—Same, with 20/8 Spike Heel, 


Round Toe. 
3532—Same, with 15/8 Baby Heel. 


3533—Black Suede with Gunmetal 
patent inlay, vamp and quar- 
ter, 22/8 Spike Heel, Balloon 
Toe. 

3534—-Same, with 15/8 Cuban Heel. 

3535—-Same, with 20/8 Spike Heel, 
Round Toe. 


3536—Same, with 15/8 Baby Heel. 


3537—Brown Suede with Brown Kid 
inlay, vamp and quarter, 22/8 
Spike Heel, Balloon Toe. 

3538—Same, with 15/8 Cuban Heel. 

3539—-Same, with 20/8 Spike Heel, 
Round Toe. 

3540—Same, with 15/8 Baby Heel. 





159 DUANE STREET ° 


B 


3564—New Java Reptile, trimmed 
with Brown Kid, 22/8 Spike 
Heel, Balloon Toe. 

3565—Same, with 15/8 Cuban Heel. 


3566—Same, with Patent Leather 
trimming, and 22/8 Spike 
Heel. 

3567—Same, with 15/8 Cuban Heel. 


ALL IN STOCK 


—_— 


ORDER 
NOW! 


3541—Matr Kid, trimmed with patent 
leather inlay vamp and quar- 
ter, 22/8 Spike Heel, Balloon 
Toe. 

3542—-Same, with 15/8 Cuban Heel. 

3543—-Same, with 20/8 Spike Heel, 
Round Toe. 

3544—Same, with 15/8 Baby Heel. 

3545—Brown Suede, trimmed with 
Brown Kid inlay vamp and 
quarter, 22/8 Spike Heel, Bal- 
loon Toe. 

3546—Same, with 15/8 Cuban Heel. 

3547—-Same, with 20/8 Spike Heel, 
Round Toe. 

3548—Same, with 15/8 Baby Heel. 

3549—New Java Reptile, trimmed 
with Brown Kid inlay, vamp 
and quarter with 22/8 Spike 
Heel, Balloon Toe. 

3550—Same, with 15/8 Cuban Heel. 

3551—-Same, with 20/8 Spike Heel, 
Round Toe. 

3552—Same, with 15/8 Baby Heel. 


NEW YORK, N. Y. 
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MAKE DRYZER & ROSENBERG 
HEADQUARTERS FOR YOUR 
$2.95 RETAILERS! 


MERCH: ANTS from every 
section of the United 
States recognize this line as the 
most wonderful value in $2.95 
retailers on the market today. 
New styles are arriving daily. 
Sold only in 18 and 36 pair lots. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street 





BUY IN 


W THE 0 


a 








“Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 








A NEW FALL NOVELTY 








MARIE 

All Black Patent, Black Lizard trim, 
$3.35; All Dull Mat Kid, Black Pat- 
ent trim, $3.35; Black Lizard Vamp. 
Black Ooze Calf’ Quarter, $3.60; Brown 
Lizard Vamp, Brown Ooze Calf 
Quarter, $3.60; All Brown Kid, Brown 
Lizard trim, $3.60; All Brown Lizard, 
Brewn Kid trim, $3.60: All Black 
Lizard, Black Patent trim, $3.60. 


Carried in 19/8 Spike, 14/8 Cuban and Baby Heels 
. Long vamp B and C widths 
Kid lined, Silk French Corded, Flexible inner. 


B. FRIEDMAN SHOE CO., Inc. 


108 READE STREET 








ESTABLISHED 1880 
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Walh NEW 


Crescent Shoe Compan 
For Scientif 
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BOUT ten years ago a very happy combina ion y, That ' 
e formed by three men who have been actively lentified year the 
with the New York Shoe Market since then, and whos y = 
capable work has been responsible for the success of th ee 
Crescent Shoe Company. of popu! 


In October, 1°19, Mri doing a! 
Alfred W. Coplond, Mr Follow 
S. A. Schneider and \r Mfhealth s! 
E. R. Sarezky formef was put 


a partnership and founded ff of-Air’ 
the Crescent Shoe Com. fitractivel 
pany at 111 Reac« Stree fi slogan ** 


These three  artnersfiifally mor: 
firmly believed that there fi Air” line 





were great possibilities Mr. ( 
for popular price! wom. jm taining t 
en’s novelties ai! fora “Durit 
scientifically buili healt) jj chants a 
shoe. They adopted a fis becaus 
the foundation their scent: 
business the policy off™ “Shoe 
having all prices marked them m« 
in plain figures «nd sell. ter ent 
ing at strictly « price. ag merchant 
In May, 19 their mark-up 
$i increased ¢ times. 
Aired W. Coplnd Sass ad inl 
were forced to look for larger quarters, and locate: at i “Wher 
Duane Street. After being at this location for two rs, th screntinc 
phenomenal growth of their business forced them to use the en +I care 
va 


tire building, consisting of six floors, which they now occu 
















and Flat Heels. All C wide. Baby Heels. All C wide. 


BLEECKER SHOE CO., Inc. 
138-140 Duane Street 





No. 1732—-Black Patent Vamp, Quar- No. 1693—Black Patent One-Strap. 
ter and Heel with Black Lizard Strip Perforated Quarter and Vamp 
on Vamp. Inlay on* Quarter and in Kaffor Kid and Black 
Patent Lizard Strap; also in Brown Black Suede and Black Lizard; 
Suede and Brown Kid; Black Suede Suede and Brown Kid; Marron Kid 


and Gunmetal. High, Cuban, Baby and Brown Kid. High. Cuban 





TURNED SOLE EVERETT 


1900—Men’s_ (Golden 
Brown Kid 


Everett. Glaced 7 
Sheep (Quarter mail 
Linings and kid: 
Sock [ining ray 


—ff 


the 





1901—Same Black 
Kid. 


POWELL & CAMPBELL 


122 Duane Street Established 1879 


PRICE 
$1.60 












DUANE OFFERS A NEW 
CENTER BUCKLE PUMP 


PASADENA 


Black Patent with Musliner’s Black 
GE Wee FOB. covvecccoeces $3.75 


Also in Barnett’s Black and Brown 
Chamilion Lisard .....cccccee 4.00 
Also in Black and Brown Suede 4.00 





_Duane_Shoe ©mpany; 


143 DUANE STREET 






Carred in stock in 15/8 Baby Louis and 20/8 Spike Heels, A-B-C Widths. 








THE LINE THEY ALL TALK ABOUT! 


ARCH40 F-AIR- 


ADE MARK @EG 


A SCIENTIFIC SHOE 













SNAPPY PATTERNS—NEWEST FABRIC: ost 
Goodyear Welts—To Retail at $5—$6—$7 851 Py 

IN STOCK B to EEE 953 Gi 

855 Ts 

co . 


159 Duane Street New York 


BE SURE TO READ PAGE 55 
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TT eR a ae 
NV il 7 i RK NM ARK uth c. , 


ranginds Demand Increasing |, NEW NOVELTY CROSSSTRA® 
tifealth Shoes gl 





















700—20/8 Spike Heel 
702—20/8 Spike 


703—15/8 Junior 






















That they did a business of over one million dollars the third BLACK SUEDE, GUN METAL PATENT 

On Wag year they were established was directly due to the soundness pong * PRIM 

i itined ¢ their policies and the fact that they had built up a whole- ree /8 } owl 
und whos gale shoe business on the most friendly terms with merchants. ‘ 

ot thellll Crescent is now recognized as one of the largest in-stock houses qoows suane. BROWN KID TRIM 

of popular priced women’s novelties in the New York Market, 707—15/8 Junior — 

119, Mr fll doing an annual business running into the millions. ele BW Giecsecccsced $3.50 
land, Mr Follow ng out the aim of the company to develop a scientific 
and Mrffhealth shoe, a line of shoes with a special built-in air cushion J. WEISS SHOE COo., Inc. 







was put on the market in 1922, and later the trade mark “Arch- 
of-Air” was patented. These shoes were patterned very at- 
tractively in order to create a more active demand and the 
sogan “Style With Comfort Concealed” was adopted. Gradu- 
ally more numbers have been added until today the “Arch-of- 
Air” line comprises over one hundred styles. 


lormed 
vunded 
Com: 
Street 


137 Duane Street 

















Novelties That Will Increase 
















































1s sibilities Mr. Copland, being unusually familiar with conditions per- Your Sales! 
wom- (qi taining to this branch of the industry, recently said: aii 
for aig “Duriny the past ten years we have noticed among shoe mer- 
health chants a decided trend toward health footwear. This probably 
ted af is because women now realize that a shoe may be constructed 
their scientifically to have both style and comfort. 
-y off “Shoe merchants have found that a line of health shoes helps 
varked Mg them move their regular stock and acts as a foundation for 
| sell. [mg their entire business. An investment of $500.00 will give any $2.25 
price | merchant a representative assortment of health shoes. The ny wa < a le, ties ee Oieiee 
their gg mark-up is unusually good, with a turn-over of at least six Se ee eee eee, CO . ae 
sed tog times. The loss because of out-of-date stock is practically negli- ci, wih Pot win; Bom Bie sed Pom. & bee SS Se 
t the gible becax se of the staple quality of the line. alle 9 rim; lac Suede with ny —- sizard, a . , 
it 15) “When a merchant adds intelligent service to a line of FRENCH CORDED—HIGH, BABY AND CUBAN HEELS 
rs. the scientific he alth shoes, Ay —e - — inevitably to The above shoes will command higher prices 
the en. [aE D¢ a greater turn-over with increased profit, and the prestige of 7 
wi being recognized as a representative shoe merchant. — LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 





PRESENTING A NEW OPERA! 


omc —In Stock in a High Grade Turn— 
Golden ret A es No. 4008—Brown Suede Opera, Brown Kid Tip, 
n Kid ' Foxing and Collar. Medium Toe, 20/8 Span 
Glaced HE variety line of slippers for home wear. Se GEE ovensceveceeavsuncsestesssesos™ $4.50 
| j omo”—in durable imitation leathers by Dupont No. 4009—Same in Black Suede with | Black 
Juarter —in gorgeous suedes and side leathers—in beautiful oe whe a... ee 
and kidskins for the best trade—in alluring satins and par si lice mile aiale 
} No. Same in ac’ affor ic 
ning. rayons—all with soft soles and padded or wooden heels i Black Lizard Tip, Foxing and 
—is able to meet the needs of all merchants throughout Collar, Medium Toe, 20 
the w rid. Spanis ‘h Heel. . $4.50 
Black Also “Chanteclair,” the out- WIDTHS—AA to C 


standing line of French mules. 
Both the products of the 


GOLO SLIPPER COMPANY SAF Ieee EST LORP 
129 DUANE STREET [44 Oe ITSNE Rk 


NEW MODEL SPORT WELT OXFORDS 
All Solid Leather 
IN STOCK 


d 1879 








IN STOCK IMMEDIATE DELIVERY 
DR. REEN SCHOOL SHOES—WELTS 


SIZES 5 to 8....§1.90 
SIZES 8% to 12... .$2.25 


‘hey IED in Tan 
Calf, Patent and 
Gunmetal Blucher. 
Also in Tan Calf 
Moccasin Blucher. 




























On Nature Last 


ose Patent Leather, Black Trim 850 Patent Leather, Black sei 

853 Gun Metal, Black Trim 852 Gun Metal, Black Tri 

855 Tan Calf, Brown Trim 854 Tan Calf, “Brown Trim 6 318 
0/0 ond 1170 Mater DOD Raa DP SPO iteoees x 
Sizes—3 to 8.....cccccecs $3.25 Dee: OP OB ccc ccccces 3.25 





York 





CONCORD SHOE CO, Inc. BLOG SHOE COMPANY, Inc. 


116 DUANE STREET, N. Y. 147 Duane Street 
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P&V Fine Leathers 
Mark the Shoes. 
that Mark the Mar. 























‘P&V SCOTCH GRAIN 
IS THE ACCEPTED 


LEATHER FOR... 
FALL AND WINTER 


|: Pfister and Vogel Scotch Grain we 







sincerely believe we have. achieved the 

finest product of its kind to be found on 
any market. It is the result of long experi- 
mentation and research. Through a special 
tannage perfected by P & V, we are able to 
produce a Scotch Grain that does not pull 
out when lasted. 









This high grade Scotch Grain is particularly 
practical for late fall and winter footwear. 
It has a beautiful lustre. It is strong and long 
wearing . . . yet pliable enough to assure 
comfort. In short, it combines practically all 
the characteristics that make an ideal 
leather for men’s shoes. 












In order that you may actually feel this re- 
markable leather . . . we will gladly send 


~~ CRAyy, you sample cuttings. P & V Scotch Grain is 


made in tan... brown... and black. 


D ster p o— 
} "4 PFISTER & VOGEL LEATHER CO. 
ft C 0g MILWAUKEE, WISCONSIN 


BRANCHES 
Boston, Mass. Philadelphia, Pa. Northampton, Eng. 
New York, N. Y. St. Louis, Mo. Leicester, Eng. 


Chicago, IH. San Francisco, Cal. Frankfort, Germany 
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SHOE DESIGNERS— 
31 MANUFACTURERS— 


PATTERN MAKERS— 
AND 


BLACKIN ‘%‘“oSTAIN MANUFACTURERS 


It i vleasure at this time to make full acknowledgment 
' N of our indebtedness to all those industries which are co- 
operating with us to develop the Renton Lightfoot Leather 


E D Heel to its present high standard. 


The interest and enthusiastic team-work of the shoe manu- 

facturers, shoe designers, last manufacturers, pattern 

makers, blacking and stain makers, who have all appre- 
TER ciated the value of the leather heel as designed by Renton, 

have made its introduction to retail shoe merchants a 
n we pleasant and comparatively easy matter. 


d the Each of these important branches of the industry is quick 
nd on to heed the earliest dictates of fashion. Each has seen in 
xperi- the light-weight, shapely and resilient Renton Leather Heel 
Decial an important feature demanded by the coming mode. Each 
™ to has done its part to make Renton Heels better and more 
useful to the merchant and the public. 


We thank you. 


ularly RENTON HEEL CO. 


twear. 
d long 63 Allerton Street Lynn, Mass. 
assure 
lly all 
ideal 


st pull 


his re- 
; send 


er SS” m2 


‘| RENTON HEELS 
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“MISS DIXIE” 
1710 Last—17/8” Covered 
Beauty Aroh 
No. 4039—Patent 
SIZES IN 


AAA 5 to 9; a4 4 to 9; 
A 4to 9; B ce a's 
C8 to 9; D 3% to 9 


“MISS MAYBEL” 


1401 Last—14/8” Leather Heel 
Dr. Darling 
No. 4010—Black Kid 

SIZES 
AAA 5 
A 4 


. 84.75 
IN STOCK 
to 9; AA 4%, to 9; 
to 9; 3 
c 


E 3% to 9 


“MISS DORIS” 


1714 Last—17/8” Covered Heel 
Beauty Arch 
No. 4049—Patent 


SIZES IN STOCK 
AAA 5 to 8; AA 4% to 8; 
A 4 to 8; B 3% to 8; 
© 3 to 8 


“MISS NELDA” 


1701 Last—17/8” Covered Heel 


la ’ 
Patent Trim 
SIZES IN STOCK 


AAA 5 to 8; AA 4% to 8; 
A 4 to 8; B 3% to 8; 
C3 to 8 





Heel 


Sherwood 


\ 


“MISS PEGGY” 


2003 Last—20/8” Spike Heel 
Beauty Arch 
No. 4013—Black Satin 
No. 4016—Patent 
SIZES IN STOCK 
AAA 65 to 8; / 4% to 8; 
A 


4 to 8; B 3% to 8; 
c to 8 


“MISS SUVA” 


1401 Last—14/8” Leather Heel 

Foot Darling 
No. 4028—Black Kid ...$4.25 
No. 4029—Patent 


SIZES IN STOCK 


AAA 5 to _ £4 Pia} to 9; 
A 4 to 9; B to 9; 
C 3 to 9: paw to 9; 

3% to 9 


“MISS PATSY” 


1410 Last—14/8” Covered 
Beauty Arch 
No. 4048— Patent 


SIZES IN STOCK 


; AA 4% to 9; 
B 3% 9; 
D 3% to 9 


Heel 


C8 to 9; 


- 84.50 


“MISS BARRET” 


-17/8” Covered 
Beauty Arch 
No. 4033—Black Satin 

SIZES IN STOCK 

AAA 5 to 8; 

A 


to 8; B 3% to 8; 
C3 to 8 


1701 Last 


“MISS TANUARA” 


1401 Last—-14/8” Leather Heel 
Foot Darling 

No. 4008—All Patent 
No. 4009—Black Kid ° 
No. 4021—Brown Kid... 


SIZES IN STOCK 


+3 to 9; D 3% to 9 


“MISS MIDI” 


1414 Last—14/8” Covered Heel 
Beauty Arch 
No. 4035—Black Suede, 
Patent Trim 
SIZES IN 
AAA 5 to 8; AA 41% to 8; 
A 4 to 8; B 3% to 8; 
C 3 to 8 


. 85.25 
STOCK 


SHERWOOD 
ROCHESTER 
NEW YORK 


Heel 
. 84.75 


AA 4% to 8; 


. $4.25 
+ 425 
4.75 


“MISS IRVEEN” 


Last—17/8” Covered 
Beauty Arch 
No. 4040—Patent 
SIZES IN STOCK 
AAA 5 
A 4 to 9; B 3% 9; 
C3to9; D3% hag 9 


1714 


“MISS BARRET” 


1410 Last 


14/8” Covered 
Beauty Arch 
No. 4032—Black Satin. .& 
SIZES IN STOCK 
AAA 5 to 8; AA 4% to 
A 4 to 8; B 3% to & 
C 3 to 8 


“MISS IREL” 
Last—14/8” Leather 
Beauty Arch 
No. 4023—Black Kid : 
No. 4027—Brown Kid ... 

SIZES IN STOCK 

AAA 5 to 9; AA 4% to 

A 4 to 9; B 3% to 9 

C 3 to 9; D 3% to 9 
t 3% to 9 


1403 


“MISS MERCEDA’ 
Last—18/8” Covered 
Beauty Arch 

ees Brazil 


1818 


ounne IN STOCK 
AAA 5 to 8; AA 4% *t 
A 4 to 8; B 3% to 8; 
C 3 to 8 


to 9; AA 4% to. 
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The Safest Colour 


In this very varied season, is one that; 


Harmonizes with the deep, rich 
browns that lead volume sales 


in both silk and woollen houses; 


Contrasts smartly with greens, 
dark and bright red, beiges. 


That’s why we're getting reorders on 


Suanee Brown, 172 


Lhe Yew Castle es =] rat ler C.. CY/ne 


chnphes by request to i! a 1702 -100 Gold Aree. New York 











— 
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Yes FAFA 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit — American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


**New Styles in Shop 

Seating’ shows many 

attractive styles and 
arrangements 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (Ompany 


1060 Lytton Bldg. 
BRANCH OFFICES 


Chicago, [Illinois 
New York: Rm, 600, 119 W. 40th St. 
Boston: Rm. 304, 69 Canal St. 


= 





Five Great Features 
Greater Beauty 


Greater Comfort Greater Durability 





___ Greater Seating Capacity 
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AN UNFAILING 
GUARANTEE 
OF QUALITY 


Whether you make shoes or retail 
them, your experience has shown the 
vital necessity of a sole which lives 
far beyond the life of its guarantee. 


eee 
The single word “RAJAH” stands 


for all that such a guarantee can 


promise and perform. 
ee 


We make many varieties of rub- 
ber soles all of which we brand 
“RAJAH.” When you see that 
name, remember that its background 
is ninety years of experience in the 
science of rubber manufacture— 
ninety years of refusal to place any 
product on the market which is in 
any way unworthy of the name 
“RAJAH”—ninety years of willing- 
ness to make the quality higher than 
the guarantee indicates. 


Sell “RAJAH” Soles with the 
knowledge that they wili not fail you. 


HALE RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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BUILT=IN QUALITY 


Quality in footwear is not superficia| 

. . it is inbred and starts with quality 
materials. A good box toe is of the ut 
most importance. Your customers wil: 
appreciate the smart toe style and th: 
perfect toe comfort that Celastic Bo 
Toes make possible . . . Beneath th 
exterior smartness of the well mad: 
shoe, Celastic—The Quality Box To 

will usually be found. 


United Shoe Machinery Corporation 


Boston, Massachusetts 





THE QUALITY 
BOX TOE 


GAC 
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As you look over and compare your com- 
petitor’s shoes with your own, you must, in 
all fairness, concede their similarity. Com- 
petition is so keen that values are almost 
identical in many lines. Lasts, Patterns and 
Leathers are Duplicated. Shoemaking skill is iiaicstiitinesiaitiiiidiies 
universal all over the country. welt with upstanding rib chok- 
You need, perhaps, one outstanding selling restraining tandonay to “evead 
point on that shoe that should go over big. ag 

Build into it— 


BARBOUR STORMWELT 


and let your customer understand the value 
of this construction. 

Show him the solid, one-piece sole leather 
construction of the welting itself; explain to 
him the manner in which this upstanding rib 
chokes the inseam against moisture, and re- 
strains the tendency to “tread over” 


Remember “The Weather Strip That Is A 
Leather Strip” is— 


BARBOUR STORMWELT 


MANUFACTURED BY 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 








Shoes Illustrated 
by courtesy of 
W. L. Douglas Shoe Company 
Brockton, Mass. 
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“The Shoe Chest’’ 


VAN RAALTE 
New Silk Stockings for Fall 


WV the arrival of August, hosiery buyers turn 


their attention to newstyles and new colors for 
the new season. The Van Raalte line of Silk Stockings 
for Fall, 1929, is ready for inspection now! Full of 
sound, profitable ideas; a completely rounded line 
for the complete department, ranging from the 
smallest units, to units of unlimited size—any of 
which benefit by Van Raalte’s Style Service. In this 

line the standard numbers have been improved 
and will continue to be the backbone of a 
flourishing departments. Some of the many 
interesting numbers are described be- 
low. You are cordially invited to 
attend the showing of this 
fashion-forecasting 


line— 


¢ 


Style No. 648—Fine gauge 
all silk chiffon, embody- 
ing a maximum amount 
of wear for such light- 
weight construction. 
Orange and green picot 
edge. $15.00 the dozen. 
Suggested retail price, 
$2.00. 


Style No. 638-Now being 
made on fine gauge ma- 
chines, seven - thread — 
with dainty square heel. 
Silk to the top. $12 doz. 
Suggested retail price, 
$1.50. 


Style No. 656—48 gauge, 
three- thread, solid silk 
throughout with green 
picot edge, green welt 
lining, and four-row 
openwork hem design. 
The dipped chiffon ver- 
sion of a sweepingly suc- 
cessful Van Raalte ingrain 
fashion, $18.50 the doz- 
en! Suggested retail 
price, $2.50. 


Style No. 654—A new Ex- 
tra-Length Silk Stocking, 
silk to the top of its 34 
inches, chiffon weight, 
picot top, with lisle rein- 
forced welt. $15doz. Sug- 
gested retail price, $2.00. 


Style No. 650—Additional 
machines will provide 
production to meet the 
widespread and insistent 
demands for this 45 
gauge, three-thread 
stocking. Pure silk 
throughout, with two- 
color picot top. $15 
doz. Suggested retail 
price, $2.00. 


Style No. 613—An out- 
standing service weight 
stocking, silk from top 
totoe. An ideal stocking 
for street wear and less 
formal occasions—walk- 
ing, sports, etc. A stock- 
ing with many friends of 
long standing! $15.00 
the dozen. Suggested re- 
tail price, $2.00. 


THE VAN RAALTE COMPANY 


295 Fifth Avenue, New York - Silk Stockings, Gloves, Underwear 





offers to enterprising mer- 
chants a tremendous extra 
profit and business building 
opportunity. In many beau- 
tiful colors the consumer is 
quickly attracted to the shoe 
chest and the desire to have 
one is great. 


Progressive merchants all 
over the country are featur- 
ing shoe chests not only as an 
independent unit but as a 
part of a merchandising plan 
selling a complete shoe and 
hosiery wardrobe. There are 
big possibilities. Write for 
information. 





* 


The shve chest 
illustrated is 
Model “E”, made 
of wood, finished 
with durable fab- 
rics of pleasing 
decoration. It 
measures 27” 
high, 14/2” wide, 
and 10%,” deep. 
Made in sizes to 
hold 4 pairs, 6 
Pairs, 8 pairs, and 
hosiery drawer. 
Shoe chests to 
hold mvre than 
eight pairs are 
specially made 


to order. 


A. HENDON & SON 


“Art Novelties for the Shoe Trade” 


Gift Hosiery Boxes, etc. 


186-192 West 4th St. 


New York 
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139 Sou 
Boston 








HE Winning Boat is accurately designed 
and efficiently constructed in every detail. The 
Captain and Crew have complete knowledge 
of the Game and possess outstanding ability 
in their particular field. 


KEPNER SPORT ELK is fortunate in being in the winning class. 

Our new Tannery has been accurately designed and efficiently constructed in 
every detail. The Captain and Crew have complete knowledge of the Game 
and possess outstanding ability in their particular field. 

There are reasons therefore, why Kepner Sport Elk was able to get away to a 
“Flying Start” and in record-breaking time shoot “across the line a Winner.” 


C. D. KEPNER LEATHER CO. .. ..... «. new vou 


139 South Street, re 
Boston, Mass. ‘The «friendly - house - of : Boston ° and St. Louis 


INTERNATIONAL PHOTO 
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INVESTED IN 


m@ CORDO HYDE LACES & 








WILL YIELD DOLLARS IN 
CUSTOMER SATISFACTION 


Many manufacturers will, if requested, 
put Cordo-Hyde Laces in your shoes 
without extra cost to you. But if your 
manufacturer is still using the old- 
fashioned braided cotton lace and re- 
fuses to equip with double-duty, mod- 
ern Cordo-Hyde Laces—pay the small 
difference of approximately 2 cents on 
oxfords—and supply your customers 
with an appreciated lace which 
matches your, up-to-the-minute store. 





J X 








LACE DIVISION ‘\ ‘a BROCKTO!., MAS 


A. O. MILLER TREEING MACHINE COMPAN 





Boor any 
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CHEVRITA 
LININGS 


CHEVRITA Linings have a spe- 
cial finish which withstands 
hard wear and perspiration. 
The lustrous, fine, smooth grain 
of Chevrita has a delightful 
“feel” that increases the selling 
value of a shoe. CHEVRITA 
cuts with a clean edge, and 
economically, and has great 
grain and fibre strength. 


The 
Importance 


of 
Good 


Linings 


A shoe is no better than its lining. 
Once the inside wears, a shoe is old, 
no matter what its outside appear- 
ance may be. 


With all these added advantages 
CHEVRITA Linings are priced 
low enough to enable the manu- 
facturer to cut costs and main- 
tain high quality. 


Send for samples—Gull Grey, 
Pearl Grey, and Parchment 
shades—and test CHEVRITA. 


A.C. LAWRENCE 


210 South Street 


LEATHERYW CO. 


Boston, Mass. 
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A Shoe Service Station 


EATTLE, WASH.—There is plenty 

of money waiting to be spent for 
shoes, only we are not smart enough 
to get it away from the men. For proof 
of one way how to do it, you are re- 
ferred to W. E. Cotter. Let’s give his 
motto, guiding star or whatever it 
may be called, as a sort of background. 
“Service,” according to his conception 
of this much abused word, only starts 
where the other fellow’s leaves off. 
As the Camel sign says, “Read that 
over twice.” 

Now, Cotter wanted to make more 
money for himself, and a better show- 
ing in the two Florsheim stores he so 
ably manages. In the ordinary run of 
events, the advertising that most all 
stores do, newspapers—direct mail and 
word of mouth—would bring in a cer- 
tain satisfactory gain in sales. In cast- 
ing about fof some sort of a way to 
stir things up so that the store would 
be busier, the reasoning that many 
men in the store would naturally at- 
tract other men” persisted. 

But how to get them was the problem. 
Talking this over with the boys in the 
store, it was finally doped out that the 
clothing man’s method of free press- 
ing might be adopted. So the Flor- 
sheim Valeteria Service came into 
being. 

For the past year it has been work- 
ing fine, a little bit too good at times, 
for the peace of mind of the porter 
who does the shining. 

Here is the big idea that made men 
have several wearable pairs of shoes 
on hand, where they only had one pair 
before. 

Customers are encouraged to leave 
their shoes to be serviced. Said ser- 
vicing consists of a good shining, new 
laces if necessary and a thorough tree- 
ing of the shoes. In no sense was it 
ever, or will it be a free quick shine 


















OTHER PEOBLE’Ss 


+ 


proposition. That would defeat the 
very aim of the scheme. 

In urging business men to leave their 
shoes at either one of the Florsheim 
stores for a period of time, say from 
morning until night, or better still, from 
one noon’ to the next, it is explained 
what will be done when the shoes are 








UR much traveled field 

editor of the Boot and 
Shoe Recorder now claims 
the world-wide stowaway rec- 
ord. The only known stow- 
away on a dog sled in all 
Arctic history. He sends us 
a map of the top of the 
world, showing how easy it is 
to get from here to there by 
using the northern route. 
The map illustrates the short- 
est line from any spot in 
America to Asia is through 
Alaska. 

Harry is doing the great 
pioneering work of studying 
the frontier towns of the 
future, when air travel will 
defy temperature as well as 
distance. 
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IDEAS EXCHANGED 


so left. A brief talk on how 


better the feet will feel and how 


better the shoes will wear if th« 
are allowed to rest a day is gi\ 

Thirty-five to sixty pairs of 
are generally on the trees ever 
That means that many men 
formed the habit of dropping i 
store. It also means that a ma 
have at least two pairs of s! 
avail himself of this service. N 
something of this sort appeals 
business man who finds it easie1 
into a shoe store to change h 
than to do it in his office. O: 
volunteered the information t 
reckoned the money he saved o1 
bought his shoes. 

A window sign saying, 
about our Valeteria Shoe S 
provoked considerable comment 
service gives the salesmen a 
point relative to the desirab 
buying two pairs of shoes at o1 
the average man had never con 
before. 

The store has profited in mat 


through this service, one inte! 


angle being the knowledge t! 
shoes are getting good treatn 
many a good shoe has been 
through careless polishing. Ma 
have remarked on how mucl 
their shoes have kept their sha 
regularly patronizing the 
Service. 

Now you see one angle to | 
quaint conception of Service, : 
sibly have a slight inkling as 
business is always good in his 


*x* * * 


Modern Ideas in \ 
Turrell Store 


EATTLE, WASH.—Ab« 
15, the Turrell Shoe Co. 
the doors of their new store 
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Avenue. This will be the largest and 
most complete family shoe store in the 
Pacific Northwest. Both of the present 
downtown Turrell stores are being con- 
centrated in this room which is 60 x 
108 ft. or practically the same selling 
space a is now being used. 

The iesser priced shoes will be in 
the basement; the street floor will have 
4 separate men’s section, while in the 
genera! women’s section, will be the 
distinct Laird Schober and Foot Saver 
departn'ents. As the mezzanine has 
ahout t..o thirds as much space as the 
street flor, it will be utilized for both 
glling - oes and for the general offices. 

Char!:s L. Deming, merchandise 
manage’ Who has been with the firm 


and women’s. shoes at three prices, $3, 
$4, and $5. A complete hosiery depart- 
ment is also featured. The Block chain 
is affiliated with 100 other shoes stores 
in maintaining a New York buyer. 


* ok * 


Speeding Up Sales in 
Dull Periods 


ata WASH.—The  depart- 
ment store method of keeping sales 
up even through the alleged dull pe- 
riods, is one that can profitably be 
adopted by many shoe stores. July is 
usually a quiet month in the children’s 
department. Last July’s volume was 


HAKING hands with the Eski- 


mos. 
shoe industry travels 


The big idea man of the 


everywhere. 


He finds out how some one merchant 
does some one thing better than the 
other fellow and then proceeds to 
tell “the cock-eyed world’’—so it in 
turn can make a profit on the ideas 


exchanged. 


for the past twenty years, will be in 
charge as heretofore. Both George and 
Walter Turrell still continue to take 
an active interest in the store, despite 
the fact that it was forty-six years ago 
that they founded this institution. The 
new store will be in a measure their 
living memorial to the retail shoe in- 
dustry. The brothers take pride in 
saying that they have not missed read- 
ing a single issue of the Boot AND 
SHoz RecorDER since it was first pub- 
lished forty-five years ago. 


* * * 


Block Group of Stores 


Growing 


EATTLE, WASH.—The fifth in a 
chain of popular priced family shoe 
stores has just been opened in Port- 


land, Ore, by Max H. Block. The 
Block business was born here five years 
ago and has already extended to several 
outside cities, with a second store in 
Seattle. Two more stores are under 
Way, one of which will be in Spokane. 
The first year the firm did $60,000 
worth of business; last year the volume 
was $500,000 

The Block stores specialize in men’s 
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good at Rhodes Bros. because Buyer 
S. A. Wochos sold an extra thousand 
pairs of canvas rubber soled oxfords 
to the children at a dollar a pair. Not 
much money was made on the deal, but 
the salespeople were kept busy and one 
thousand people visited the department 
that month who probably would not 
have done so save for this feature. 

During the same period, the cus- 
tomary sale of odd lots in the women’s 
department was augmented by a good 
showing of boudoir slippers. One 
booth selling some three hundred pairs 
a week helped out the department 
figures appreciably. These are just two 
instances that show how sales can be 
kept up if one is only alive to the op- 
portunity. 


Keeping Salesmen on 
Their Toes 


EATTLE, WASH. — This is one 
merchant’s idea of compensation: 

“Tt isn’t the amount of money a sales- 
man gets that produces loyalty in him; 
it is the kindly feeling that the heads 
of the house are able to engender,” be- 
lieves Carl Douglas*of Baxter’s. He 
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goes on to state that many a shoe mer- 
chant will spend five hundred doliars 
a week on advertising, considerable 
time and money on windows, and then 
expect an untrained twenty-five dollar 
a week man to sell his merchandise in- 
telligently. salesman, 
Douglas, are a advertise- 
ment. So he tries to develop his men 
and makes the working conditions so 
interesting that his organization is 
always trying to do the right thing at 
the right time. 


Good Says 


store’s best 


Harry R. Terhune, Field Editor 





VIOLA 


Bik. ooze tie, liz. trim; Spike 5 7 Blk. ooze oxf.—Mat 
and Cuban, A- . eae nea $4.25 | a Spike and Cu. A to C 
\ Ln rim; Spike “ Brown ooze oxford—Brown | 
Blue kid tie, . trim; Spike i he a me ns : A ay 
and Cuban, A-B-O 4 % Mat Kid Oxf. Bik. and W1 
Lizard Tip Spike and Cu. A 
Cc 





Every day buyers come to 57 Lin- 

coln and put it up to me—“Rosen, wets 

what’s selling? Sift “em out and Sie, Bat. Delene ; Goethe « 
” A-B-C 

RAMOLA show me only the safe bets.” Some Bik. on DeOrsey : 

sie, 0 8 ate ts 2 Oe of them come a long ways to ask 


Spike and Cuban A-B-C ¢ ; if * DeO ; Spi 
Bro. kid 3 eye tie, liz, trim, | me that question. It sa responsl fit ooze eOrsey one 
A- 


"83.60 
’ 3.60 


" 3.60 


Bro 


Spi ( «1: . . ie oe 
= 6 a a i bility to have a reputation like x Pps sey: § sai 


Pat. lea. 3 eye tie, 
Spike and Cut A-B-C 4A ye 

iia that—to have smart shoe men ~~ ~Depepeede 
Silver Kid 


invest on my say-so. But they ae. an 
must be satisfied, because they 
come back season after season. 





Now I am giving you the same 
answer I am giving these good cus- 
tomers. Without leaving your 
store you can have these styles and Va realiz 
others as well. They are just what y Mai 
[ should lay out for you if you said day a 
to me—*Rosen, what’s selling?” — 


és EOIN sume! 
Yours truly, REGINA ni 
GEO. M ROSEN Bik. Sat. Regent; Spik« y _ now! 
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57 Lincoln Street Boston, Mass. natur 
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THE TRAVELING 
SHOE SALESMAN 


STUDY of the economic 
A changes in the distribution 

of goods by salesmen was 
made at the Mississippi Valley Manu- 
facturers and Wholesalers Confer- 
ence. The spokesman, Mr. James L. 
Madden stated particular emphasis 
is being placed on sales control 
through estimates of future sales 
volume. Just so far as these esti- 
mates can be made reasonably accur- 
ate, a business may be prepared for 
the demands to be made upon it by 
consumers. To do this requires the 
yse of sales statistics, careful study 
of the factors which affect sales 
volume and a knowledge of general 
economic trends. Highly accurate 
prediction of future sales has often 
been made possible through scientific 
methods, particularly when the fore- 
cast has not extended too far into the 
future. 

The study of the distribution of 
salesmen’s time has uncovered some 
of the most glaring wastes in the 
whole field of selling. One very suc- 
cessful firm which made an analysis 
to find out what their salesmen were 
doing, discovered that they were 
spending only 15 per cent of their 
time in the presence of customers. 
The executives then developed a plan 
for improving this situation with the 
result that their salesmen now spend 
25 per cent to 30 per cent of their 
time with customers, and a corre- 
sponding increase in sales has been 
realized. 

Manufacturers and distributors to- 
day are attaching greatly increased 
importance to knowledge of con- 
sumers of the products they sell— 
knowing how they buy, when they 
buy, where they buy and why they 
buy. It is not unusual to find firms 
making very elaborate studies of 
consumers’ buying habits and finding 
it profitable. 

in this day of hand-to-mouth buy- 
ing, it behooves business men with 
similar problems to have their 
marketing cost figures before them. 
Some of them will be surprised to 
find that they are consistently con- 
tributing dollars and cents, through 
their losses to certain of their cus- 
tomers. Of course it is recognized 
that paying customers will at times 
want service upon small orders and 
that any losses on these become a 
natural part of the overhead. By a 
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proper study of marketing costs, 
though, these customers would be 
separated from the continually un- 
profitable ones who might be con- 
tributing toward building the volume 
which the wholesaler has so definitely 
focused in his mind as being a good 
thing. 








YW sites BARCLAY, who formerly 
covered the West Coast for the 
Eleco Shoe Manufacturing Company, is 
now representing Seymour Troy & Co., 
of Brooklyn, in the same territory. In 
addition, he handles the line of the 
Basteel Novelty Corporation, a sub- 
sidiary of J. Einstein, Inc., importers 
of cut steel buckles, novelty handbags 
and woven sandals. Mr. Barclay makes 
his headquarters at the Lankershim 
Hotel in Los Angeles. 


W C. SMITHERS, formerly with the 
* the Pedigo Weber Shoe Co., of 
St. Louis, is now with the Wolff-Tober 
Shoe Manufacturing Company of the 
same city. He will cover the entire 
West Coast district and will work east 
as far as Denver—a territory which 
he has traveled for the last fifteen 
years. 


} H. BENNETT, representing J. J. 
¢ Grover’s Sons Co., of Lynn, in the 
west, is now also selling for the Harney 
Shoe Co., of Stoughton, Mass. He has 
just started on a trip through his ter- 
ritory. 


HARLES I. SLIPHER, president of 

the Indiana Shoe Travelers’ Asso- 
ciation, has been transferred to the 
sales force of the Mound City Shoe 
Co., of St. Louis, and is to sell the chain 
stores, department stores and other 
volume buyers in twenty more of the 
cities east from Wichita, Kansas, to 
Cleveland; and north from Memphis, 
Tennessee, to Chicago. 
Goes time ago the question was 

raised as to whether beneficiaries 
under the group insurance policies is- 
sued through the National Shoe Travel- 
ers’ Association could collect in case the 
insured were killed in an airplane acci- 
dent. It was argued at the time that 
it might be necessary, in view of the 
increasing use of the airplane for busi- 
ness travel, to attach riders to the poli- 
cies now in force which would cover 
that contingency. It has been ruled by 
the insuring company, however. that 
the policy as is covers death while fly- 
ing. In fact, death in anv and every 
form is covered by the policies now in 
force and no change in wording be- 
comes necessary. 


E. WAUGH represents the Chan- 


* line-Mayer Shoe Company of Mil- 
waukee in North Carolina, Virginia, 
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Let’s Take a Walk Through 
Downtown New Orleans 


T is estimated that approximately 

$8,500,000 worth of footwear is sold 
annually in New Orleans. Of this 
amount, $4,877,000 is done by thirty- 
one stores which sell shoes in the down- 
town shopping district of the city. 
Outside of this district there are about 
three dozen which do an an- 
nual business of better than $25,000. 

It is significant to note that of the 
31 stores in the downtown district, 28, 
with annual sales of $4,721,000, sub- 
scribe to the Boor AND SHOE RECORDER. 

Of the 36 stores this dis- 
trict which do an annual business of 
$25,000 or more, 25 also are sub- 
scribers to this publication. Recorder 
subscribers do 70 per cent of all the 
business done in the city. The re- 
maining 30 per cent is spread over 
137 retail outlets. 


stores 


outside 








West Virginia and a part of Maryland. 
He has been a successful salesman for 
many years and his most recent con- 
nection is the Hogue-Montgomery Com- 
pany. 


66 TL *DDIE” RYAN, salesman for D. 

Armstrong & Co., of Rochester, 
accompanied by Mrs. Ryan, will make 
his Coast trip this season by automo- 


bile. They left Rochester, August 12 
and should make the journey in about 
two weeks. Advices from his territory, 
Mr. Ryan announced before leaving, 
give promise of a record-breaking sea- 
son both for the manufacturer and the 
retail merchant. 

OL. PEISER, secretary of the Pa- 

cific Coast Shoe Travelers’ Associa- 
tion, announces that the last meeting of 
his association, held August 5 in the 
Pacific Building, San Francisco, was 
well attended and that reports indicate 
that members who exhibited their lines 
at the recent convention of the Cali- 
fronia Retail Shoe Dealers’ Association 
did a very profitable business. One 
hundred and ten lines were on display. 
“Several of our members,” he writes, 
“are at the present time without lines 
to represent out here on the Pacific 
Coast, and if there is any manufac- 
turer or jobber who is looking for a re- 
liable representative for this territory 
it will stand him in hand to get in touch 
with the secretary, Sol. Peiser, 268 
Market street, San Francisco, and he 
will recommend only such men as will 
be a credit both to him and to the asso- 
ciation.” 





CHARACTER | 
to Your b = 
Store Front 


STANLEY 

MELVIN 
ROM the outside appearance BOOTERY 
the crowd gets its first and ~ 

many times its lasting impression 

of your shoe store. 


To give your front that indi- 
viduality which will draw the 
crowd’s favorable attention day 
and night, let Flexlume design 
and build a sign for your particu- 
lar needs and requirements. 


Every type of illumination to 
choose from: neon tube with ex- 
clusive features for tube brilliance 
and long life; raised glass letters 
for most effective day as well as 
night pull; spectacular exposed 
lamp designs with moving or 
flashing devices; combinations of 
any or all of these types of illu- 
mination. 

Decide now to build up your 
sales and profits. Write for a 
free color sketch of an unusual 
display designed for your particu- 
lar store. FLEXLUME CORPORA- 
TION, 2000 Military Road, Buf- 
falo, N. Y. 


Sales and Service 
Offices in Chief Factories at 
Cities of U. S. — = zs and 

and Can. ‘oronto, 


ELECTRIC DISPLAYS 


A Paper Sie | 


will do when— 


HEN the sun shines and everythin: is 

lovely, a paper umbrella meets every 

requirement — beautiful to look at and 
providing all the protection such favorable 
conditions demand. But when clouds gather 
and the deluge comes, a much more substaiitial 
protection is highly desirable. 


So, with insurance. When everything is going 
right any pretty policy will do. But when the 
storm of fire comes—then you want the most 
substantial protection that insurance provides. 
Central Policies meet that demand. The (om- 
pany is absolutely sound, with a reputation for 
fair adjustments and prompt settlements. (en- 
tral’s annual dividend (30% for the last eight 
years substantially reduces insurance cost. | hat’s 
why Central policies should protect your usi- 
ness property and your home. 


Write us for special information as 
to the protection and the saving 
which Central Policies .offer you 


? con 


*-CENTRAL “ 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


—er 








FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SEL ¢ RISKS 
——e 
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A. DELANEY, secreary of the Na- 

e tional Shoe Travelers’ Associa- 
tion, reports an unusual measure of 
success 1n interesting manufacturers in 
the group insurance plan offered by the 
association. Under the terms of this 
grou)» policy, executives as well as 
sale-men are covered and a check for 
$1,000 is sent to the beneficiary as soon 
after the death of any of the insured as 
the proper papers are received at Na- 
tion! headquarters in Boston. This 
policy also provides that should a sales- 
man sever his connection with a manu- 
facturing company holding one of these 
policies, he can continue his insurance 
in ti.e form of an individual policy if 
he i- a member of the National Shoe 
Travelers’ Association. A letter signed 
joint'y by Frank J. Larkin, as president 
of the association, and by Mr. Delaney, 
as sccretary, has been sent to a long 
list of manufacturers. In part it reads: 

“We are in hopes that you, as an em- 
ployer of salesmen, will enroll in a 
grou) all the salesmen and executives 
in your organization, that they may 
participate in this wonderful opportu- 
nity which we are offering at the low- 
est minimum cost and without medical 
examination. 

“We feel that it would be a relief to 
you to know that because of the num- 
ber of deaths occurring through auto- 
mobiles and the number of deaths of 
salesmen because of the strenuous life 
they lead, that a check for $1,000 is 
paid immediately to the beneficiary at 
atime when it is most needed. The cost 
of insurance is as follows: 

“Class 1 (up to 39 years, inclusive), 
$6 semi-annually. 

“Class 2 (40 to 49 years, inclusive), 
$8.50 semi-annually. 

“Class 3 (50 to 59 years, inclusive), 
$12 semi-annually. 

“Many firms throughout the country 
have enrolled their sales force 100 per 
cent and we do hope that you will ap- 
preciate what coverage and protection 
to your salesmen will mean to your 
own personal contentment and to the 
> cc of those who are left be- 
ind. 


Davies Headquarters Moving 


Horicon, W1s.—Headquarters of the 
Davies Shoe Manufacturing Company 
are to be moved to Horicon from Racine 
this month, accerding to plans of the 


company. The main office, selling and 
shipping departments will be located 
at Horicon after September 1. 

The company re-established its manu- 
facturing department at Horicon sev- 
eral months ago. About 140 hands 
are employed by this organization. The 
executive offices will be in charge of 
N. A. Batsford, general manager of 
the company, and it is expected that 
the office force will comprise about 
fifteen people. 


Jarbeau Advanced 


Boston, Mass.—F. E. Jarbeau, for 
Many years manager of the New York 
branch of the A. C, Lawrence Leather 
Co., succeeds R. J. Mellin as sales man- 
ager of the calfskin department of the 

C. Lawrence Leather Co. Mr. Jar- 
beau for many years has been promi- 
nently identified with the leather busi- 
hess and will make his headquarters at 
the Boston office of the company. 
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NOzICE has been received by 
Secretary Delaney of the Na- 
tional Shoe Travelers’ Association 
to the effect that the Interstate 
Commerce Commission has set 
October 15 as the date of a hear- 
ing to be held in Washington, 
D. C., to determine whether the 
large railroads of the country 
shall be given the authority neces- 
sary to maintain extra fares on 
their fast trains operating in dif- 
ferent parts of the country. 
Among the railroads which have 
petitioned for this authority are 
the Baltimore & Ohio, Delaware, 
Lackawanna & Western, Erie, Le- 
high Valley, New York Central, 
Pennsylvania, Cleveland, Cincin- 
nati, Chicago & St. Louis, Grand 
— Michigan Central and Wa- 
ash. 











T= following is a list of salesmen 
of the Golo Slipper Company and 
the territories they will cover: S. H. 
Barnes, Wichita, Kan.; F. Bernard, 
Boston, Mass.; B. J. Cohen, Illinois; 
M. H. Kasindorf, Texas; B. G. Weiner, 
Miami, Florida; C. Winneguth, Ohio; 
C. S. Rudberg, Spokane, Wash.; and 
E. Lee Hall, Chicago, Ill. 


pyAlesr ELWELL, representing the 
James M. Bannister Co., in the 
Middle West. spread his Fall line at the 
Hotel Sherman in Chicago recently, af- 
ter a visit to the factory in the East. 


ONTRARY to the custom estab- 
lished in recent years, salesmen for 
the Mishawaka Rubber and Woolen 
Manufacturing Company, will make 
Fall trips this year selling canvas foot- 
wear which will not be on sale at retail 
until next Spring. They will also book 
orders for Fall delivery on leather work 
shoes, rubber footwear, woolen foot- 
wear and canvas work shoes. This 
move has been made necessary by the 
rapidly increasing business on the 
“sneaker type” footwear which, in turn, 
necessitates beginning manufacturing 
operations farther than ever in advance 
of delivery date. 


E. GERDES, 

* now repre- 
senting the Chap- 
line - Mayer Shoe 
Company of Mil- 
waukee in the State 
of Illinois outside 
of the Chicago dis- 
trict. Mr. Gerdes 
has covered this 
territory for some 
time, having for- 
merly been con- 
nected with the 
Stephen Putney 
Shoe Company of 
Richmond, Virginia. During the few 
months he has been connected with the 
new company his sales on Arch Saver, 
Youthful Vogue and Martha Washing- 
ton shoes have grown steadily. 


W. E. Gerdes 
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Y 1CE-PRESIDENT HARRY E. WET- 
MORE of D. Armstrong & Co., 
Inc., of Rochester, announces that his 
Coast salesman, Eddie Ryan, will this 
month move to Los Angeles, where he 
hereafter will make his home. Mr. 
Ryan has long lived in Rochester, but 
in order to serve his trade better he 
feels that he should be where he can 
see them oftener. Eddie is a member 
of the Rochester Association of Travel- 
ing Shoe Salesmen, and before going 
with Armstrong sold shoes for Williams 
& Hoyt. 


AX HORN, of Clough & Horn, 

starts in early September for a 
circuit of the big cities, to carry on a 
campaign for colors, and more of them. 
“We need more color in shoes,” he said. 
“I don’t mean a greater variety of 
colors. Too much is often worse than 
not enough. I mean more color sense. 
During the last few years our trade 
has taught a multitude to appreciate 
colors in footwear. Now we ought to 
reap some benefit from our educational 
campaign. Of course, we must have 
blacks for a background. But we need 
colors, and finer colors, to give life to 
sales.” 


ARSH & CHAPLINE SHOE 

MFG. CO., Milwaukee, announce 

the extension of their sales force to in- 

clude E. W. Engelke in the Rocky 

Mountain territory and W. W. Mitchell 
in Kentucky. 

With a handsome new car, Mr. 
Engelke is calling on the western trade 
and declares familiarity with his line 
is producing constantly added respect. 

Mr. Mitchell, who has recently been 
representing “Weyenberg” shoes, was 
formerly with the Harsh & Chapline 
interests, so that his present connec- 
tion takes the form of a “home-com- 
ing.” 


E. RICKARD, of C. P. Ford & Co., 

¢ of Rochester, is pinch-hitting on 
the Pacific Coast this season for the 
regular salesman, E. E. Evarts. Mr. 
Evarts, who has not been in the best 
of health, recently has been ordered by 
his physician to take a vacation which 
he is spending at Long Beach, Cali- 
fornia. 


Plan to Revive Shoe 
and Leather Club 


MINNEAPOLIS, MINN. (UTPS)—Prom- 
ise is given of a reorganization of the 
Twin City Shoe and Leather Club in a 
cooperative plan of the shoe travelers 
and the retailers to meet the evening of 
September 27 in the Nicollet Hotel to 
arouse interest. The program is for a 
bimonthly meeting alternating between 
the two cities. Naturally, the coming 
regional convention next July in the 
city will be an incentive for big inter- 
est in reformation of the club. 

The dates for the convention are 
July 14-16, 1930, in the Nicollet Hotel, 
for which several floors have been 
leased already. It is to be under aus- 
pices of the Northwestern Shoe Retail- 
ers Regional Association. The dates 
were agreed upon in a eonference be- 
tween representatives of the shoe trav- 
elers and the association of retailers. 





IN STOCK 


Lizards— Suedes— Brown, 


Blue and Black Kid—Silk 


“TAMEA” 
Spectal Process 


B-292—Brown Calcutta Lizard 
Calf (Imitation 


“CAPITAN” 

Special Process 
B-262—Genuine Brown Small 
Grain Lizard with Brown Kid 
Quarter 6 $6.50 
B-261—Genuine Black Small 
Grain Lizard with Mat Kid 
Quarter 6 6.50 


with Brown Kid Quarter.. 
B-164—Genuine Bliack Lizard 
with Mat Kid Quarter... .$6.25 
B-133—Genuine Neisan Tan 
Lizard with Kid Quarter 
Match 8 


Send for New Fall Catalog! 


“INDRA” 
Special Process 


“HELMA” 
Special Process 


B-225—Genuine Brown e025 B-263—Genuine Black py 


Grain Lizard 


B-132—Genuine Blue Lizard 


“HINDU” 

Special Process 
B-239—Brown Ring Lizard Calf 
(Imitation $5.10 


Spe 
B- 4g Kid with Black Shark 


4.25 
B-574—Black Calf B-2 B 

4.25 Scorpion Calf Straps 5.25 
B-301—Patent Leather with Black B 
Shark Calf Straps 4.85 B- 


Weight) 
B-57: Patent Leather 
B-224—White Satin 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Pittsburgh Office 
Henry Hore. 


W. A. BARNEY 
New York Office 


Ohicago Office 822 MARBRIDGE BLDc. 


Majestic Hors. B. W. MOYLAN 
v. J. SATEK 


B-228—Rrown Suede with Brown 
Lizard Tirm $5.10 
B-233—Black Suede with Black 
Lizard Trim $5.00 


with Blue Kid Quarter...86.35 


“TAMEA” 
Special Process 
B-294—Dull Black Kid with Black 
Shark Calf Straps 85 
B-300—Brown Kid with Brown 
Scorpion Calf Straps..... 5.10 
B-293—Patent Leather with Black 
“FLING” Shark Calf Straps 5 
Speotat Process B-309—Dark Blue Kid with Blue 
Lizard Calf Straps....... 5.25 


“REGENT” 
19/8 Heel 
“TAMEA” Special Process 
cial Process B-272—Brown Suede 
B-270—Black Suede 
B-174—Black Satin 4.3 
176—Black Calf (Light 
Veight) 4.35 
175—Patent Leather 
286—Brown Kid 


Je—Seee Kid with Brown - 
V 


THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 


New England Office 
Draper HoTe. 
NORTHAMPTON, Mass. 
BLLIOTT LA MONTAGNE 


San Francisco Office 
Piaza Hore. 
H. 8. KUSHINS 


“TAMEA” 
Special Process 


B-290—Brown 
Calf (Imitation 


Calcutta 


“TRIFLE” 


B-275—Brown Suede wit 


Kid Trim and Raja 
Tabs on Quarter... 
B-274—Black Suede wit 
Leather Trim and Bla 

Tabs on Quarter 


“BERNICIA” 
Special Proces 
B-323—Black Kid 
and Jet Buckle 


B-349—Brown Kid wi 
Brown Buckle me 


“REGENT” 
19/8 Heel 
Special Proces 
B-170—Imported W h 
Silk, suitable for ¢t 
color 
B-171—Imported 
Crepe 
B-998— Silver Kid 


Cleveland 0 
THe HOLLeND! 
a. F. JB 


Los Angeles Office 
111 East 8TH Sr. Detroit OF 
©. B. VAN DE GRIFT 


Dernroit-Levan! 
Cc. @. 8B! 
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Goodrich and Hood 
Companies Merge in 


$150,000,000 Deal 


New York, N. Y.—The B. F. Good- | 


rich Co. has completed negotiations for 
the acquisition, through an exchange of 
stock, of the Hood Rubber Co. in a deal 
which involves combined assets in ex- 
cess of $150,000,000 and constitutes the 
largest merger of rubber manufactur- 
ing companies in many months. 

Inclusion of Hood Rubber Co. in the 
Goodrich organization will give the Ohio 
company important manufacturing and 
distribution facilities in Eastern terri- 
tory. The Hood company was incorpo- 
rated in Massachusetts in 1896 and has 
been manufacturing rubber products for 
more than thirty years. 

The merger plans, which have been 
approved by Hood directors, are for 
Goodrich to assume all the assets and 
obligations of Hood and for an ex- 
change of one share of Goodrich com- 
mon for every two shares of Hood com- 
mon outstanding. 

Net sales of the Hood company in 
1928 were $29,977,551 and those of the 
Goodrich company $148,805,179. 

The plant of the Hood company is 
located at Watertown, Mass., where the 
company owns or controls ninety-six 
acres of land with buildings containing 
2,048,510 square feet of floor space. The 
main products of the company are rub- 
ber boots and shoes, rubber soled can- 
vas footwear, rubber heels and soles, 
pheumatic tires, tubes, solid tires, rub- 
ber tiling and rubber molded goods. 
The daily capacity of the plant is more 
than 75,000 pairs of rubber and canvas 
boots and shoes, 3,500 automobile tires, 
1,000 inner tubes and 150 solid tires for 
trucks. 

The company owns the entire com- 
mon stock of the Hood Rubber Products 
Co, an organization with more than 
$7,000,000 in assets, which represents 
the consolidation in 1919 of Hood Tire 
& Rubber Co., Inc., Watertown; Pil- 
grim Rubber Footwear Co., Boston; 
Pioneer Rubber Shoe Co.. Minneapolis; 
Dearborn Rubber Co., Chicago; Iowa 
Rubber Shoe Co., Davenport; South- 
west Rubber Footwear Co., Kansas 
City, Mo.; Capital City Rubber Co., 
geumbus, Ohio, and Grand Rapids 
= and Rubber Co., of Grand Rapids 
ani ls 
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Senate Retains 10% Hide Duty and 
20% Levy on Shoes in Tariff Bill 


Several Changes Listed in the Revised Schedule 
on Leather | 


WASHINGTON, D. C.—The Senate Fi- 
nance Committee report on the tariff 
has been made public. Inasmuch as the 
entire dutiable and free list schedules 
would fill at least four full newspaper 
pages, only the changes between the 
House report and Senate Finance re- 
port were published. As a result, the 
item of the hide duty of 10 per cent 
and shoe duty 20 per cent were omitted 





Big Shoes Attract Trade 


Los Angeles, Cal. (UTPS)— 
San Pedro’s largest pair of shoes 
is attracting large crowds where 
they are displayed in the windows 
of the Arch-Aid Shoe Shop at 421 
West Sixth Street in the harbor 
city. 

The shoes are 22 inches from 
toe to heel and are high laced with 
extension soles. They were made 
to order by Theodore Schultz, the 
proprietor’s father at Buffalo, 
New York. In 1901 the shoes 
were displayed at the Pan-Ameri- 
can Exposition. 

The shoes displayed in the win- 
dow form a unique exhibit and 
according to Mr. Schultz are good 
business getters. 











Charles E. O’Donnell With 


Jarnes-Hamburger Co. 


HALLOWELL, ME.—Charles E. O’Don- 
nell has recently become general super- 
intendent and style man for Jarnes- 
Hamburger Co. of Hallowell, Maine. 
Mr. O’Donnell got his early shoe-mak- 
ing experience in Lynn. He later studied 
style while in France, and after the 
war ame associated with the Dun- 
bar Pattern Co. During the past few 
years he has been associated with the 
Riley Shoe Manufacturing Co. and the 
Brindgardner Shoe Co. 
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from the report, causing considerable 
misunderstanding on the part of the 
trade. The changes are principally in 
the leather schedules, and are as fol- 
lows: 

Sole and leather belting, Finance 
Committee, 15 per cent; House, 12% 
per cent; 1922, 20 per cent. 

Leather welting, Finance Committee, 
15 per cent; House, 12% per cent; 1922, 
20 per cent. 

Harness and saddlery leather, Fi- 
nance Committee, 15 per cent; House, 
12% per cent; 1922, 20 per cent. 

Side upper leather, Finance Commit- 
tee, 17% per cent; House, 15 per cent; 
1922, 20 per cent. 

Leather used in manufacturing foot- 
balls, etc., Finance Committee, 15 per 
cent; House, 20 per cent; 1922, 20 per 
cent. 

Leather, not bovine, Finance Commit- 
tee, 17% per cent; House, 25 per cent; 
1922, 20 per cent. 

Reptile skins, Finance Committee, 15 
per cent; House, 25 per cent; 1922, 2 
per cent. 

Vegetable-tanned goat and_ sheep 
skins, Finance Committee, 10 per cent; 
House, 25 per cent; 1922, 20 per cent. 

Leather, embossed and decorated, Fi- 
nance Committee, 20 per cent; House, 
30 per cent; 1922, 20 per cent. 

Saddles, pigskins or imitation, Fi- 
nance Committee, 50 per cent; House, 
35 per cent; 1922, 35 per cent. 


Freeman Plant Expands 


BELOIT, Wis.—The Freeman Shoe 
Company has moved into a $50,000 
addition to its factory here, thereby 
increasing production capacity at the 
Freeman factory from a previous maxi- 
mum of 2760 pairs of shoes a day to 
a new maximum of 5000 pairs a day. 

The addition to the Freeman factory 
gives 24,000 additional floor space, the 
greater part of which will be utilized 
for manufacturing operations. The ad- 
dition is of fireproof construction of 
steel, concrete and brick, with provi- 
sion made for maximum natural light. 
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For every purse and person 





Keds dealers 
have behind 
them: 


1. Years of consistent adver- 
tising which have made Keds 
the unquestioned leader in the 
field. Keds dealer helps are 
timely and effective. 


2. The most complete line of 
canvas, rubber - soled shoes— 
Keds offer a model for every 
purse and person. Keds lead 
in lasts and design. 


3. 135 wholesale distribution 
outlets across the country— 
offering the finest manufacturer- 
to-dealer service. 











The United States Rubber 
Company makes Keds in more 
than 30 models. You can se- 
lect from this very complete 
leo the Keds that will meet 
the requirements of every one 


of your customers. 


There are Keds for every 
member of the family from 
small Joan and Bobby, who will 
start school next year, to their 
dad who plays tennis every 
minute he can spare. Suggest 
Keds whenever anyone asks 
you for a light, comfortable 


shoe for leisure hours. 


And here’s another thought: 
Note the favorite teams in your 
city and push the Keds best 


suited for their needs. 


Keds, as you know, have man) 
selling points beside com. 
fort and coolness. Special last: 
that hug the arch and protec‘ 
foot ligaments. 

Keds are complete in pric: 
range, too, $1.00, $1.25 
$1.50, $1.75, on up to $4.00 

Ask the Keds salesman to 
show you the complete line 
and tell you not only about 
the profits you can make, but 
the help we can give you to 


make these profits sure. 


Keds 


REG.U.S.PAT.OFF, 


MADE ONLY BY 


United States. @® Rubber Company 
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Many Factories 
Are Sold Ahead 
Into September 


LyNN, Mass.—Factories here main- | 


tain their full activity. Some are 
well sold ahead into September. Sales- 
men will start out, about Labor Day, 
with new sample lines. 
frmer, with tanners talking of prices 
based on replacement values, which 
js a change from selling for “what 
you can get.” Business in footwear 
must be better all over the coun- 

, for tamners are doing a brisk 

iness, and supply firms tell of or- 

or their goods in volume, the 
orders coming from all over the 
country. 

“This Fall season is split up into 
two periods, like a football game,” 
says one Lynn manufacturer. “The 
frst is from now until frost comes, 
and the second, from the first frost 
to the first fall of snow. Two periods, 
instead of one,” argues the Lynner, 
“should increase the volume of sales. 
Besides, it will have its bearing on 
style development.” 

Blacks continue strong, making up 
50 per cent of the production in some 
shops, and more than that in others. 
“We are apt to get top heavy on 
blacks,’ warns one maker. “Give us 
a few more colors.” In one shop, a 
pacemaker in styles, suedes and kids 
are running neck and neck for leader- 
ship, with reptiles on their heels. In 
another shop, 70 per cent of the cut- 
ting is on suede, and in another, 50 
per cent is on patent leather. 

“Blue is very good,” asserts another 
firm. “We have quite a volume of 
business on the combination of blue 
kid and blue suede. Blue lizard is 
selling with us, also. We are cutting 
40 per cent blacks, and 60 per cent 
colors, counting browns, blues, purples 
and greens.” 

Last makers and pattern designers, 
too, are keeping close tabs on women’s 
dresses. If skirts get longer, as has 
already been predicted, there will be 
changes in the shapes of shoes. 


the flapper era is drawing to its close, 
and that the Junoesque type will step 
into the limelight of fashion. This 
will mean a change in heels and toes, 
and, possibly, a slightly heavier type 
of footwear. 


Brockton Production 
Continues to Increase 


Brockton, Mass.—Steadily forging 
ahead on its early Fall and Winter 
grind, the local shoe industry climbed 
heyond the 12,000 case mark in pro- 
duction last week, it being the fifth 
time this year that shipments have 
passed beyond that mark. As a result 
of the fine showing, this year’s gain 
In shipments to date now exceeds 

000 cases as compared with last 
year’s total. 

. The labor shortage situation is ad- 
justing itself, and the call for cutters 
and fancy stitchers is being satisfied 
by union agents who have garnered in 
former operatives at the trade who 
have entered other fields of endeavor. 
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Cooperative Buying of 
Rubbers Under Way 


CoLuMBus, OHIO (UTPS)—Buying 
of tennis shoes, rubbers and other 


| forms of footwear, for which a number 


of connections have been made, was 
discussed at the first meeting of the 


' National Association of Independent 
| Merchants at the first meeting since its 


organization held at the Neil House, 
Columbus, recently. The meeting was 
attended by two score members and 
about 25 others who are interested in 
the plan. In addition, representatives 
of 22 factories, most of which are in 
the shoe line, were in attendance. 

Membership of the association is con- 
fined largely to Ohio, but it is the inten- 
tion of the sponsors to enlarge it to in- 
clude West Virginia, Kentucky, Indiana 
and other Mid West states. 

The buying plan includes staple mer- 
chandise only and the main object is to 
permit the independent merchants to 
compete with chain stores. Frequent 
meetings will be held. Officers of the 
association are: Clarence Young, 


Marion, Ohio, president; Edward Hage-. 


man, Dayton, vice-president; Richard 
L. Garnett, Columbus, secretary; H. P. 
Thacker, Columbus, general manager, 
and Grover C. Brown, Columbus, gen- 
eral counsel. 


Pfister & Vogel Warehouse 
Destroyed by Fire 


MILWAUKEE, WIS.—The warehouse 
of the Pfister & Vogel Leather Co. here 
was burned to the ground in a seven- 
alarm fire which did damage estimated 
at $500,000 August 14 in the Bay View 
manufacturing district. 

Breaking out in a frame warehouse 
of the Pfister & Vogel Co., the fire 
swept through that structure and 
leaped to others. It razed another 
Pfister & Vogel building which was 
vacant, burned the annealing plant 
building of the Malleable Iron Co. to 
the ground, damaged two other Malle- 
able buildings and partly burned two 
other buildings. 

The warehouse in which the fire or- 
iginated was a four-story frame struc- 
ture, 300 x 500 feet. It was used to 
store leather goods in. 

Workers in the vicinity reported hear- 
ing what appeared to be muffied ex- 
plosions shortly after the fire was dis- 
covered. These it was believed might 
have been chemicals stored for use in 
tanning processes. 


Joseph Goodman Now 
with Koss Shoe Co. 


BRAINTREE, Mass.—Joseph Goodman 
of Quincy, general manager of the 
Braintree Shoe Co. for several years, 
was given a testimonial banquet re- 
cently by associates prior to his de- 
parture for Auburn, Me., where he will 
become a partner in the Koss Shoe 
Co. He was presented a full-fitted 
Gladstone bag and an engraved gold 
watch. Mr. Goodman for many years 
was with the Marlboro Shoe Co. and 
later with the S. & S. Shoe Co. of 
Haverhill, before he came to the 
Braintree Shoe Co. 
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REG. US. PAT OFF 





Style 310, $6.00 
Brown ELK 
Height 14 inches 


IN STOCK 


Black Hills 
Model 


NATIONAL PARK 


Reg. U. 8S. Pat. Off 


AVIATION 
Sport— Hiking— 
Scout 


BOOTS 
IN STOCK 


Suitable for members of the 
Girl Scouts and Campfire 
Girls organizations. 


6 — STYLES — 6 


THE OTHER FIVE 


00 Yellowstone...14 inch $5.90 
4 Aviatrix.......12 inch 5.20 
1 
1 


Style 3 
Style 3 
Style 312 Rocky Mountain 14 inch 5.70 

; : Scout Boot....8 inches 4.60 


Grand Canyon.1!4 inch 5.70 


SIZES 
5/8 A, 4/8 B, 2%4/8 C, 2%/8 D 
Terms 5% 10 days. Net 30 days. 


Style 
Style 


Write for sample pairs or folder. 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 





SS NT ES RAIS 





Wry SURDASS quality and grading is 0 DEDENDABLE 





ESN TLE EERE ABNOR I 


(Told in a Series of Five Reasons ) 


It is of utmost importance to the retailer in reordering on 
established lines of shoes that the leather in the new “sizes” 
shall harmonize perfectly with that in the regular stock. 


The remarkable uniformity of SURPASS KID is a major 


reason why it is so steadily and extensively used in so many 


high standard lines. 





REASON 1 





For many years SURPASS 
raw skins have been pur. 
chased from the same mar. 
kets. These markets, of 
which we are among the 
world’s very largest pa 
trons, know our set stand. 
ards and meet them 
automatically. 


SURPASS LEATHER C0. 
NORTH PHILADELPHIA 


TANNERS OF BLAcK AND Cotorep Kw 
Brack Kancaroo 


Cotorep Kip Linincs 


SURPASS 


AND EQUALLY DEPENDABLE 
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Lattemann Firm Name 
Changed to Elwill Shoe Co. 


a 


Justus Lattemann President of 
Reorganized Company 


BROOKLYN, N. Y.—A reorganization 
of the John J. Latteman Shoe Manu- 
facturing Company, of Brooklyn, has 
taken place and the name of the con- 
cern has been changed to the Elwill 
Shoe Company, Inc. Drastic changes 
have veen made in the plant, including 
the introduction of new superintend- 
ents, foremen, designers, pattern men 
and a number of other employes. 

A change of officers has also taken 
place with the following line-up: Justus 
J. Lattemann, president; Elliot T. Wil- 
liams, vice-president; John J. Latte- 
mann, treasurer; Henry W. Lattemann, 
secretary; and George D. Fish, assis- 
tant treasurer. 


Propst-Childress in 
New Roanoke Store 


RICHMOND, VA. (UTPS)—A hosiery 
and juvenile department and the sepa- 
ration of the men’s and women’s de- 
partments on the main floor constitute 
the features of the new store at 305 
Jefferson Street, Roanoke, Va., recently 
moved into by the Propst-Childress Shoe 
Co. The old location at 304 on the west 
side of Jefferson Street was vacated 
because of the need of more space for 
an enlarged business. 

A complete hosiery line was included 
in the new store to enable shoppers to 
select shades that would harmonize with 
the rest of the outfit. The juvenile de- 
partment, which will be ready about 
September 15, is located on the second 
flor and is reached by an electric ele- 
vator. A separate force of employes, 
experienced in juvenile trade, will be 
employed. 

In an effort to relieve men of the sus- 
pected embarrassment of removing their 
old shoes and exposing socks with holes 
in the toes and heels, separate depart- 
ments with separate entrances were 
created. It was believed that another 
psychological point was taken advan- 
tage of in placing the men’s division as 
near the door as possible, men suppos- 
edly possessing a native backwardness. 
_ The women’s. salon is equipped with 
inset display cases with glass fronts, a 
lighting system designed to give a day- 
light effect, walnut inlay and bird’s-eye 
maple decorations on portions of the 
wall, thick carpets, cushion seats and a 
special system of ventilation supplying 
warm air in winter and cool air in 
summer. 


Change in Firm Name 


Lynn, Mass.—Paisner & Batchel- 
der. Inc., has succeeded Edward F. 
McGrath Shoe Co., 113 Munroe Street, 
makers of shoes for growing girls, 
misses and children. The new con- 
cern was recently incorporated, with a 
capital of $50,000 by Jacob Paisner, 
President; William W._ Batchelder, 
treasurer, and Edward F. McGrath, 
director. Mr. Paisner and Mr. Batch- 
elder were formerly with Lyons & 





Hershenson, of Chelsea. 
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As It Is Done in Turkey 








Art moderne store fronts and 
individual chairs have not yet 
invaded the retail shoe field 
in Turkey. This photograph 
shows a typical retail shoe 
store in modern Turkey. 
Fancy ankle length boots and 
mules apparently comprise 
the stock, which is produced, 
more or less, as you wait. At 
any rate, there is no polite 
salesman to attend your 
wants. You try on a pair you 
like and then begin the battle 
of haggling over the price 








Trying New Process 


Lynn, Mass.—Strout & Stritter are 
trying the Fresco methods, an ad- 
hesive process, in which pure rubber 
cement is used for sticking the sole to 
the shoe. But the bulk of the business 
of the firm, and it is operating to 
capacity, is on welts and McKays, with 
blacks making up 50 per cent of the 
production, counting the suedes, kids, 
patents, reptiles and satins. Blues are 
good and a little green is used. Brown 
comes next after black. 


Elkin Adopts Compo 
Process and New Name 


PHILADELPHIA, PA.—The entire 
manufacturing activities being changed 
from turn shoe making to the Compo 
process, the name of the Elkin Turn 
Shoe Company of Philadelphia has been 
changed to Newton Elkin Shoe Com- 
pany. There is no change in the per- 
sonnel of the organization. 

Newton Elkin stated a few days ago 
that their plans contemplated consid- 
erable expansion of the business, this 
being justified by the cordial reception 
given the Compo process shoe, to which 
the factory facilities are entirely de- 
voted. 


Forsythe Corp. Outing 


NEw York, N. Y.—Executives, man- 
agers and sales people of the Forsythe 
Shoe Corporation held an outing in 
Long Island City on Sunday, August 
18. Store forces from the New York, 
Philadelphia, Baltimore, Newark and 
Brooklyn stores attended the outing. 
Special buses carried many of the em- 
ployees from out-of-town points. 
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Dunn & McCarthy Buy 
Land for New Factory 


BINGHAMTON, N. Y.—The Dunn & 
McCarthy Co. of this city and Auburn, 
makers of the well-known “Enna-Jet- 
tick” shoes for women and misses, has 
purchased 11 acres of land in the cen- 
tral industrial section of Binghamton, 
and will erect thereon a new factory. 
The tract is 240 feet wide by 560 feet 
deep and is located near the Delaware 
& Hudson and Lackawanna railroads. 

The factory will be one story in 
height, 200 feet wide and 350 feet long. 
It is expected that about 1000 workers 
will be employed there, according to 
company officials. The need for addi- 
tional space has been brought about by 
increased orders for the “Enna-Jet- 
tick” shoes, company officers say. 

The main plant in this city has been 
working on full production schedule 
for more than a year, with about 2000 
workers employed. This spring the 
company built two additions to this 
plant, using all available space in its 
present location. The company then 
leased a vacant cigar factory building, 
where 150 more workers were placed. 
The new plant is about one and one- 
half miles from the main factory. 


Freeland in New Factory 


RocHESTER, N. Y.—H. H. Freeland, 
Inc., has removed from 46 Stone Street 
to the former Burrows Shoe Co.’s fac- 
tory, corner of St. Paul Street and 
Central Avenue. The new factory gives 
an opportunity to expand. The busi- 
ness had outgrown the old factory, 
which had been the home of this com- 
pany for a quarter of a century. It is 
hoped to double its former capacity of 
2,500 pairs of infants’ shoes a day. 








IMPORTED 
ENGLISH BOOTS 


IN STOCK 


TURUBOMOMUAT 


ee; WAGE She = 
A BOE SS 


Merchants wh c 
use “SUNBEAMS” 
insist they cannot bx 
equalled for Style. 
Wear and Fit. 


TOMOROROR 


Boots made by England’s 
Finest Bootmakers. 


DOAN 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


BUBOMUE 


BUSUBUEUMR 


Nw, 


Women’s from 10.50 per pair 
Men’s from 11.50 per pair 


Style No. 145. _Patent Lea. Lace Turn. Cham - 
pagne Kid top. Vamp and Quarter underla 
No heel. 1 to 5. Price $1.15 


ALL SHOES IN STOCK! 
Maize Shoe Co., Mfrs., Rochester, N. Y. 


Write for 
descriptive 
catalogue 


DOO NVO NOLS 





COLT-CROMWELL CO., Inc. 
Established 1899 
1239 Broadway New York, N. Y. 


Salesmen: This fast selling Sideline will 
help solve your expense problems. Write us. 


BONOMOMUOMC 
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“Greeley” and “Dependability” 
Mean the Same Thing in a 


Weicome TO New ) YORK | Boudoir Slipper 


For many years Greeley Bou 

doirs in black and colored 
leathers, with leather or 
rubber heels, have been 
accepted by the national 
trade as the standard. 


SI" ST. 7“ AVE. 
opposite PENNA.R.R.STATION - A. WwW. - so 
yee Ma Corrie amp ME CARS x 
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No More Copies of the 


A Preeminent Hotel of Shoe and Leather Lexicon 
1200 Rooms each hav- 

ing Bath, Servidor, Cir- The present edition of the Shoe and Leather “exi- 
culating Ice Water and con is exhausted. No more copies of this shoe 
many other innovations. and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


CoO 
ROOM_AND_BATH _* 3°22“ Boot and Shoe Recorder 


239 West 39th Street New York, */. Y. 


E. G. KILL, General Manager. 
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Hub, Baltimore, Moves 
Its Shoe Departments 


BALTIMORE, Mp.—The Hub has form- 
ally opened its new children’s shoe de- 
partment on the fourth floor, where 
it adjoins the children’s wear and 
furn'shings departments. This ar- 
rangement, it is felt, will simplify and 
facil'tate children’s shoe merchandis- 
i in that it will bring about a co- 
ination between all the children’s 
artments designed to effect more 
: in children’s footwear 

retofore the children’s shoe de- 

ent had been located on the main 

of the Fayette Street Building 
store, adjoining the women’s shoe 
tment. Good business was done 
his location, but it is anticipated 
un even greater volume of busi- 
will be realized at the new loca- 


tion. 

Recently The Hub, opened a lower 
price’ shoe shop for women on the 
third ‘loor, which is fitting in admirably 
with a long felt want. It adjoins the 
lower priced apparel shops. 

The regular or standard women’s 
shoe shop, which for years has been 
located on the main floor will be moved 
to the fifth floor, where it will occupy 
larger quarters. The shop will be mod- 
ern in every respect in keeping with 
the general trend in this city to fea- 
ture women’s shoe shops and shoe de- 
partments that combine beauty with 
quality footwear. 

With the rearrangement and open- 
ing of new shoe departments, The Hub 
will have four shoe shops or depart- 
ments, designed to meet every foctwear 
need of its feminine, male and juvenile 
clientele. For in addition to the wo- 
men’s shoe shops and children’s shoe 
shop, the store, maintains a substantial 
men’s shoe shop, which adjoins the 
men’s furnishings department and 
within easy access from the men’s 
clothing shops. 


Schulz Box Co. Organized 
MILWAUKEE, WiSs.—Organization of 


the Schulz Shoe Box Company, to 
take over the shoe box activities of 
the A. George Schultz Co., paper box 
manufacturers, was announced August 
13, by officials of the new concern. 

Present Schulz’ shoe box output is 
about 5,000,000 boxes a year. This is 
expected to be brought up to around 
15,000,000 a year by the new company. 

Officers of the firm will be: presi- 
dent, R. Hallstrom; vice president and 
general manager, William B. Rehn- 
quist, formerly general manager of the 
Manufacturers Box Company; treas- 
urer and sales manager, Harry 
Davis ; secretary, T. Benj. Thompson. 

Capitalization of the new company 
consists of 2000 shares of $100 par 
common stock. There will be no public 
financing. 


Louis Friedheim Returns 


New York, N. Y.—Louis Friedheim, 
President of F. Hecht & Co., Inc., ar- 
rived in New York on the Bremen last 
Tuesday. Mr. Friedheim returns with 
the new fashion line of Alpina Reptile 
Leathers, after a three months visit 








Summer Shoes for Lazy Days 








Lord & Taylor, New York, in this simple window trim, put across 


the vacation idea with a screen 
and ankle sport sox. 


and a few pairs of braided shoes 


The background is a three-piece screen, simply 


painted with a palm tree and leaves 








Joseph E. Hays Dead 


INDIANAPOLIS, IND. (UTPS)—Joseph 
E. Hays, 75 years old, retired shoe 
merchant of this city, died August 6, at 


his home, 542 East Maple Road Boule- | 


vard. Mr. Hays came to Indianapolis 
in 1861. He was engaged in the whole- 
sale and retail shoe business until about 
fifteen years ago, when he retired from 
activities. He was well known through- 
out the Central West. Funeral services 
were held at 10 o’clock Wednesday 
morning. Survivors are the widow, one 
—~ two daughters and five grandchil- 
ren. 


Slotsky New Manager for 
Brandeis’ Men’s Dept. 


OMAHA, NEB.—Ben Slotsky is now 
buyer and manager of the men’s shoe 
department for the Brandeis Stores. 
He has added one new line in the com- 
fort style since taking hold. Blacks 
and the lighter tans are selling good, 
while sports are on the downward slide. 
The elderly men patronizing this store 
are yet heavy buyers of high top shoes. 
The range of prices here is from $5 
to $12, with the average placed at 
$7.50. Mr. Slotsky notes there is an 
inclination to buy better shoes at this 
time and feels his average is now very 
conservative. 

Harold Margolin is no longer with 
the Brandeis Stores as a buyer, having 
entered business with his father, who 
operates a large artificial ice factory 
in Omaha. 


Now Stock Salesman 


CHICAGO, ILL.—George D. Chandler, 
former manager of the old Smith-Wal- 
lace Shoe Co., Chicago, is now “servic- 
ing” many of his shoe trade friends with 
their financial problems through his 
present connection with the sales de- 
partment of Lawrence Stern & Co., 
well-known distributors of investment 





to the leather markets of Europe. 
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| Cincinnati Stores Show 
Good Increase Over 1928 


CINCINNATI, OHI0—Sales figures at 
one of Cincinnati’s leading stores for 
|the three months preceding August 
first shows an increase of 33 per cent 
over the same period of last year. 
Business at several shops has_ been 
from 10 per cent to 30 per cent better 
than a year ago, and the majority have 
been fairly successful in cleaning up 
stocks for Fall. One or two stores 
over-bought on printed linens and are 
—_ closing them out at half price and 
ess. 

A local merchant, who is considered 
a style authority, in commenting on 
the Fall style situation, recently said: 

“Colors are sure to predominate 
through Fall but will be more subdued 
than were those for Spring and Sum- 
mer. All the colors that were good 
in June, July and August will con- 
tinue popular, but more so in darker 
tones. Snake has been fair with us 
through Summer and we expect it to 
be at its best this Fall. Suede is an- 
other that is sure to be on top and 
patent and kid are expected to retain 
their usual amount of popularity. 

“Pumps, straps and ties all look 
good for Fall and no live shoe mer- 
chant can afford to overlook the im- 
portance of being ready for a big sea- 
son on sport oxfords. Pumps will be 
mostly plain and many of the straps 
will be adorned with large buckles. In 
heels we expect the 15/8 French to 
be the most popular type.” 


Woolen Changes Position 


OMAHA, NEB. (UTPS)—L. C. Woolen, 
formerly manager of Napier’s store 
here, has been appointed manager of 
the new shoe department of Sardeson 
Hovland Co., department store in Des 
Moines. 

The department will feature Pea- 





cock shoes. 
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The annual card services include:— 


Modernistic card holders, gold with black trim (3-color 
festoon base between frame and plateau) enhance the 1 j interchangeable show card monthly service 


beauty of your window cards—harmonize with the finest all sales messages different, each month's 
of window display fixtures cards of different designs and colors. 


Printed Price Tickets 


Annual Card Service is exclusive for one mer. 
chant in an average size town, suburb or metro: 
politan shopping center. 


Either of the tickets illustrated below will 
be supplied free to annual card service 
members in place of blank tickets each 
month in the quantity indicated in the Ask us if your town is or may be open. 
description of each monthly card service. 








. Printed Price Tickets 
. All Regular and Clearance Sale. 
Attractive Any prices wanted 25c to $22.50—Green Border 
Hand-Lettered Any prices wanted 85c to $14.00—Orange Border 


Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 
ferent prices. 


69c to $17.50 
25c per dozen 


6-doz. odd lot assortment $1.10 
12 doz.— $2.00 


24 doz.— $3.50 


wv] 


12 each of 6 prices 85c. 


I 
‘ 
{ 
t 





6 doz.—$1.25 12 doz—$1.50 
12 doz.—$2.25 ; 24 doz.— $2.50 
Comes in either Orange or id £ — 
24 doz.— $4.00 Olive on Border—Black OZ. OF one price 17% 
Check With Order, (Actual Size) Cash or stamps with order. 











Please 
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xclusive in your town or trading area 
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Service o .gaete et My a 
—It is the most valuable of window card franchises to own No. 1 Tee. oc 32 Prnnet Pan 


i - Tickets, i q 3 
for your town, suburb or metropolitan shopping center. mea oe 


$4.00 FI. ~ ($48.00 the year) 
| MANY WELL RATED MERCHANTS from coast to 
Service 12 cards (7”x11”) 4 Card 


—_ coast now use it for pulling window-shoppers into their stores. Na LB Holders. 100° Blank Price 
° Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$5.00 monthly ($60.00 the year) 












































NOW READY 
. 6 cards, 2 Card Holders. 
service, SEPTEMBER CARDS —" 3¢ ——, Nea se an ang or 
, : rint rice Tickets, any 
month's (3 colors) (7x11 inches) prices wanted, of either design illustrated 
Ts. , \) Binalag ; elow. 
alt ih a 3 Pee $3.00 monthly ($36.00 the year) 
SINGLE SHOW ae : ; ; 
Ca Printed Price Tickets 
CARDS mpus of sixteen most popular retail prices may be had 
ee See toe Oe 
ne met- foo{wear | additional. 
EACH | 
| 
r metro- Ultra Smart 
Ch H Ta ymart 
1 rder. é ° 
eck With Order, a Std | Mail the Coupon 
Please Servieeable. | ; —_ 
4 In the panel are brief descriptions of 
F Pp f Pp 
Select any subject below by number the several Services we offer. Select the 
saint one you wish. 
Available to merchants in towns only Above illustrates one of pee eeeee sees sees ese esse eseesees 
where there is not an annual card September cards—dainty, 1 
service member. colorful. . COUPON 
1s BOOT & SHOE RECORDER, 
" 189 W. Madison St., Chicago, IIl 
WOMEN’S HOSIERY ' 7 » 8°, ? 
. No 1— Oxfords, - smarter and No. 8—Fall Hosiery—all the lovely 8 Please enter our order for the Recorder “‘Sell- 
er m a iis cas te ele fail aotee in bom chiffon ; ing Messages” a service a = Car ome 
. te ae a, _ year, consisting o cards each mont 
der No 1h, Suede— GENERAL : an art card holders, with the first 
No. 4—Pumps — suitable for many No. 9—Our new and complete line month’s service, beginning with cards for Sept. 
occasions— of Fall Styles— = for which we will pay $——— per year, pay- 
rent $1.10 MEN’S No. 10—Campus Footwear — _ ultra . able $———— per month. 
’ a us 8 t— . ’ . 
No. 5—These are built to pound No. 11—Be sure of having correct a For cash in advance full year’s service, 5% 
' the hard sidewalks : footwear— t discount. 
10 No. a men—authen- No. —~ be Mec anywhere § (If service be discontinued before expiration of 
. No. 18—@ur customers tell us — § order, we agree to pay $1.00 per month additional 
CHILDREN’S . Quality § for each month’s card service delivered.) 
0 No. 7—School Shoes that pass all No. 14—The modes newest footwear 1 We sell Men’s, Women’s, Children’s shoes and 
tests for— creations— : hosiery. (Cross out lines not carried.) 
85¢ N. B.—The privilege of exchange of current month’s cards is — Tickets :— 
PS ° : " °  — e— o——- g—— ¢—— — 
available to annual card service members who may find listed ' $ 
. y . ' 
0 above card texts, abbreviated here because of space require- CO eee eee ee ee 
ments, which better cover their merchandisin rogram. ‘ 
g prog : 
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WHERE TO BUY 
Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











MEN’S FINE SHOES 
IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN CO. 
RANDOLPH, MASS. 











The 


50 STYLES IN STOCK 
EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 


ae ll 























(P) M. A. PACKARDCO., Makers 
BROCKTON 
<\ 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














Factories Are 
Well Sold Up 


In Cincinnati 


CINCINNATI, OHI0O—A local shoe 
manufacturer who has, up to June of 
this year, specialized in building foot- 
wear to retail at $6, is now making 
up $7.50 to $10 shoes. Evidently, the 
better grade is getting more play as 
production has been increased and the 
factory is sold up to capacity for 
October 1 delivery. Every manufac- 
turer in this district has enough Fall 
business on hand to keep plants run- 
ning until the middle of September, 
and one or two cannot accept any fur- 
ther orders for Fall. 

A great deal of suede is being made 
up and lizard is being mentioned very 
freely in orders from every part of 
the country. 

There has been a noticeable falling 
off in fabric orders in the past few 
weeks and, as the early bookings did 
not run into much money, manufac- 
turers do not expect this type of busi- 
ness to amount to a great deal. Lots 
of patent is being cut as is blue, green 
and red kid. 


Compo Now in “Best Ever” 


BROOKLYN, N. Y.—The Best Ever 
Slipper Co., of 75 Front Street, Brook- 
lyn, makers of high-class slippers, have 
installed in their plant Compo equip- 
ment for the manufacture of hard sole 
slippers. 





Walk-Over Store Moves 


Tuutsa, OKLA. (UTPS)—The Walk. 
over shoe store has changed location, 
moving to 508 South Main, formerly the 
location of the Field Stationery Shop, 
The Walkover store was establishe! in 
Tulsa in 1914 by Joseph Levy and F. B. 
Stern, who are still partners and both 
in active management of the store. [he 
first location was at the corne, of 
Fourth and Main, from which ‘hey 
went to 417 Main. The new qua: ters 
at 508 Main have been rebuilt, wider 
the direction of Mr. Levy and Mr. 
Stern, by the Stegall Construction Co, 
A. M. Atkinson, architect, planned the 
decorations, which are of moderr ‘stic 
trend. 


Lederer Now Advertising 
Manager of U. S. Shoe 


CINCINNATI, OHI0O—Ralph Le 
has been appointed to succeed G 
W. Alexander as advertising mar 
of The United States Shoe Com) iny 
Mr. Lederer has been assistant t« 
Alexander for the past two year: 
prior to that, assistant advert 
manager of the Mabley & Carew 
pany. Mr. Alexander recently res 
to become a partner in an advert 
agency. 


D. C. Rebhun Dead 


HOLLYwoop, CAL.—Daniel C. R: 
died here August 6, aged 92 years, 
Before retiring from business Mr, 
Rebhun was president of the |). C, 
Rebhun Co., last manufacturers of Cin- 
cinnati. He was well known i: the 
shoe factories of the country, h:ving 
been in business almost half a century. 


yhun 








New Department in Buffalo 





Here is the newest shoe department in Buffalo, an I. Miller depar' 

ment established in the women’s specialty shop of L. L. Berg: 

Comfortable fitting chairs and plenty of space characterize the d 
partment 
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Kinney Store Reopened 


BINGHAMTON, N. Y.—G. E. Kinney 
& Co. has reopened its shoe store here, 
at 43 Chenango Street, where it was 
located up to the time of the fire which 
damaged the stock and fixtures, four 
months ago, to the extent of $50,000. 
The store took a temporary location, 
one block distant, during the work of 
reconstruction. The store, while now 
somewhat smaller than before, is much 
more attractive, with new display win- 
dows, and other facilities and refine- 


menis. 


Huth & James Build 
Addition to Factory 


Mi. WAUKEE, Wis.—Huth & James 
Shoe Mfg. Co., Milwaukee, manufac- 
turers of “Modern Miss” shoes have 
just vroken ground for a substantial 
addition to their plant at Reed and 
Washington Streets. The structure now 
under way, and expected to be ready 
for occupancy in December, will be of 
brick and steel construction, 40 by 150 
feet in dimensions and four stories 
high. This additional 30,000 square 
feet of factory space will increase the 
total factory premises to 67,500 square 
feet, enabling this three-year-old grow- 
ing concern to turn out between five 
and six thousand pairs per day. The 
factory increase was compulsory, as the 
company found it necessary several 
weeks ago to remove their shipping de- 
partments and stockroom to nearby 
premises in order to devote the room 
thus gained to added production in an 
effort to keep pace with the demands 
of their trade. 





Indiana “‘Chain Store” 
Law in Federal Court 


INDIANAPOLIS, IND. —Denial that the 
so-called “chain store” licensing bill 
affects interstate commerce or works 
a hardship on any particular business 
organization was made in a reply brief 


filed by Attorney General J. M. Ogden | 


in federal court. 

The law has been attacked in a suit 
brought against Ogden and members 
of the State tax board by Lafayette 
Jackson of Indianapolis, operator of 
the 
the suit is successful it will enjoin the 


tax commissioners from collecting the | 


ees. 
Although the act licensing all stores | 


in Indiana was intended to become ef- 
fective July 1, its enforcement has been 
postponed until the settlement of the 
present litigation. This may take sev- 
eral years inasmuch as both the State 
and the plaintiff have indicated an ap- 
peal will be made from the Federal 
court’s decision here. 

Ogden’s brief set out that there has 
been no “unwarranted abridgement of 
rights and privileges guaranteed under 
the federal constitution.” 

The store licensing law fixed the 
fee at $3.00 for a single store and 
ranged as high as $25 for stores in a 
chain of twenty or more. 


Frank Wein Resigns 


BALTIMORE, Mp.—F rank Wein, who 
for a number of years has been men’s 
shoe buyer for the Hub department 
store, this city, has resigned and is now 
taking a vacation. He expects to an- 
nounce his future plans within a short 
time. 





Standard Grocery Company. If | 


WHERE TO BUY 
Men’s Shoes 


iG ~ STEADY PROFITABLE 
BUSINESS IS WANTED SELL- 
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“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y¥.—915-917 Marbridge Bldg. 











‘HIGHEST GRADE ONLY” 








AST WEYMOUTH.MASS. U 











Good Publicity 








‘: oe eel . 4 es 
“ OS Se pe eed * 


% 
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A great deal of attention was ettracted to the small window of the 

Cinderella Shoe Co., of Birmingham, Ala., when the store entered 

the Dolores Costello window display contest and won second — 

in Birmingham for the most attractive trim. The display was part 

of the publicity efforts of the press agents of the “Glad Rag Doll,” 
featuring Dolores Costello at a local theater 
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WHERE TO BUY 


Shoe Ornaments 


4 ree 


— 


SHOE 
ORNAMENTS 


for 


MANUFACTURER 
and 


RETAILER 
THE 


7" 
REYNOLDS <@/@> COMPANY 


Providence, Rhode Island 











6 ee 


WHERE TO BUY 


Store Fixtures 


6 FE 6 OF ee 


HAVE YOU A COPY OF THI 
NEW GOODWIN CATALOG 


| 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS | 
GOODWIN & CO., In« | 
Worcester, Mas 


i. % 





WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 6 6 hh 





Greatest Value 
$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 














GENERAL FOOTWEAR CORF'N 
‘actory and Offices 


476 BROADWAY New YorRK 








MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Illustrated Catalogue 
eautiful oudoir 
rass pros. 


& Feintoth 











7 East 17th Street New York 








PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request i 


High Grade Turn Mules and D’Orsays 








<¢NANS 


In Stock 


Men’s and 
Women’s 
“Companion- 
ate” Siemens 
Turns only—Cata 
log on request. 


No. 
434 
$2.65 


L. B. EVANS’ SON CO. - - Wakefield, Mass. 








MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 


Prices from 
.15 to $8.50 W. 8. CHASE & SONS 
—< - Haverhill, Mass. 


Workers and Employers 
Have ‘New Agreement 


HAVERHILL, Mass.—The  appoint- 
ment by the local unions of a district 
manager in the person of Alfred J. 
Bernheim of the Labor Bureau, Inc., 
New York City, to administer local 
union affairs, has done much to clarify 
the local situation. Mr. Bernheim, 
acting with full power for the union, 
has been successful in drawing up an 
agreement with the Haverhill Shoe 
Manufacturers’ Association. 

The new agreement provides for con- 
tinuance of present wages and hours 
of labor for a period of three years. 
The union’s affairs will continue to be 
administered by the district manager, 
who will treat with the shoe men 
through the offices of the association 
of which Fred L. Cooper is general 
manager. 


MacCormack Critically Il 


NEw York—A. B. MacCormack, who 
for the past four years has been man- 
ager of Samson’s Boot Shop, at Broad- 
way and 143d Street, has been seri- 
ously ill at Knickerbocker Hospital 
for several weeks. His condition is 
said to be critical. 

Mr. MacCormack was formerly en- 
gaged in the retail shoe business in 
Syracuse. He was at one time treas- 
urer of the New York State Shoe Re- 
tailers Association and has taken an 
active part in the various conventions 
of that organization as well as in the 


work of the Syracuse association. 


| 
| 
| 
| 





Endurance Fliers Get Shoes 


St. Louis, Mo—WwW. P. Earhart 
Leather Co., of St. Louis, agents for 
C. D. Brown & Co., Inc., of Rochester, 
have presented Dale Jackson and For- 
est O’Brine, of the St. Louis endurance 
flight, with a pair of shoes each, made 
to order out of Kangola, as an appre- 
ciation of their prowess. The St. Louis 
newspapers carried illustrated stories 


| of the presentation of the shoes to the 


fliers. 





Mandel in Hollywood 


Los ANGELES, CAL. (UTPS)—Leas. 
ing a storeroom in the court of the 
Egyptian Theater at 6708 Hollywood 
boulevard, the Mandel Shoe Company 
will soon start operating in the Film 
City. Extensive remodeling of the 
premises is under way and the opening 
is planned for September lst with a 
complete line of women’s shoes and 
hosiery. The shop will add the sixth 
unit to the Mandel chain which now 
operates two stores in Los Angeles and 
three in San Francisco. 


David Felser Moving 


BALTIMORE, MD.—David Felser, ‘rad- 
ing as Felser’s Shoe Shop, will move to 
larger quarters at 921 West Baltimore 
Street, Baltimore, Md., from 913 West 
Baltimore Street. Extensive remodel- 
ing and improvements will be maie to 
the building at 921 as it is planned to 
make the shop a modern shoe shop in 
every respect. About twice as much 
space will be had there as is now 
occupied at the present location. hoes 
for men, women and children are 
carried, including nationally known 
branded lines made to retail at moder- 
ate or recognized popular prices. A 
hosiery section will also be maintained 
in the new store. Occupancy o/ the 
new shop is expected some time in Sep- 
tember. 


Stanton to Open Store 


Los ANGELES, CAL. (UTPS)—John 
J. Stanton, formerly with the Walk- 
Over shoe store in Los Angeles is 
planning to open his own shoe store 
shortly at 562 East Main street, Ven- 
tura. The shop is being remodeled 
and redecorated and every convenience 
for the patron is being included. 

Stanton has had many years 
perience in the shoe business ani 
success in establishing himself i: 
new community is looked for b 
friends here. 





New 





in Cincinnati 





\' 


When the Smith-Kasson Company, Cincinnati, remodeled its womei 
shoe department, all the stock was placed in concealed shelves, 


aisles at right angles to the department. 


New chairs and a n 











Boston Office: Room 501, Statler Bldg. carpet aided in freshening up the department 
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Billy Rogers Gets Ready to 
Become a Shoe Merchant 


[CONTINUED FROM PAGE 47] 


not until a salesman for a Lynn shoe 
manufacturer helped out that Billy se- 
cured help. 

“Sure, Mr. Rogers, I can help you,” 
the salesman, Sam Bernstein, said, 
when Billy told him of his help prob- 
lem. “Now, what’s the low down? Got 
any pet ideas?” 

“Pet ideas, what do you mean?” 

“Well, some bosses like their own 
church kind. Some like race, or creed, 
others won’t have ’em at any price. 
Get it?” 

“Why, I never thought about it. It 
means nothing to me.” 

“Good for you, Mister Rogers. Don’t 
yer ever let yer prejudices stop yer 
seeing a guy as he really is and you'll 


vous health. “Say, that’s decent of you. 
Yes, I'll be glad to. . 
to let me pay you.” 

Grant shook his head. “I never ex- 
pect to get paid for my fun. . . but 
you can take me out to dinner a little 
later.” 

“That’s great—meet my—my assis- 
tant, Joe Rowe.” 

“T’ve seen Joe—Hartford, wasn’t it? 
Hope you'll like it here. Now, Mister 
Boss, let’s get busy. Can I see your 
plan?” 

“My plan?” Billy looked puzzled. 

“Why, yes, haven’t you a plan of the 
layout of your store? Just a rough 
one of any kind that indicates where 
everything is to go.” 


. but you'll have 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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No. C7305—Allsizes in stock 


it-Rite Slippers. 


Athletic Shoe Co. 
914-34 N. Marsh- 
field Ave., Chicago 





zsh 


make a big business some day. Now, 
Mister Rogers, I know a young fellow 
in Hartford who works for a jobber. 
He wants to get to a retail store. He 
gets twenty now. Give him twenty-two, 
and he’ll be a good chap for you.” 

“What’s his name?” 

“Joseph Rowe. Joe’s—lemme see— 
about twenty-two. A single chap. A 
natural optimist, perhaps a bit too 
happy-go-lucky, but he just lives shoes. 
What do you say?” 

“I say, thank you. Give me his ad- 
dress and I’ll run into Hartford tomor- 
row and see him.” 


LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 
Year-Round In Stock 
SERVICE 


WILLIAM RoGerRsS 
Boots and Shoes 


+—— a | ~-— 


SHOE Co. 
N. Reading, Mass. 














HE result was that on Monday, Sep- wi 

tember the second, Joe Rowe landed 
in Fretton and began working for Billy. 

The store was still far from being 
ready to open. The fancy plaster front 
that Billy had ordered was still unfin- 
ished. The shelves were up. But the 
store was cluttered with cases full of 
shoes, while chairs were piled up out 
of the way. Out of the way? Every- 
thing seemed to be in the way, and 
Billy and Joe spent a lot of time mov- 
ing boxes and impedimenta as they 
tried to get order out of chaos. 

It was on the Thursday afternoon 
that Joel P. Grant came in. Billy had 
just pinched his finger and also fetched 
some skin off his shin. Joe Rowe had 
broken a light shade moving a ladder 
“out of the way.” Altogether, Billy was 
feeling “that inward urge to do out- 
ward damage”—in a word, he was mad! 

“Can’t talk to you; too busy; some 
other time,” he snapped. 

P.—as he was known all through 
the trade—gave a quick appraising 
glance at the wild disorder. He was 
an old timer; he had seen such cases 
before. Billy was struggling to turn a 
case right side up and was red in the 
faee—with the exercise and with tem- 
per! 





How Billy arranged his store front 


Billy shook his head. He felt rather 
foolish somehow. Perhaps that was 
why he was getting along so poorly. 

“T’ve a general plan, of course, but | #i 
not on paper. Perhaps it would help | 
to do it.” 

“Here’s some paper.” Grant laid 
some on a case. “Now, let’s just sketch 
it out.” 

After a lot of discussion and altera- 
tion, a plan was sketched as given here. 

The three men, Billy, Joe Rowe and 
Grant, surveyed the result of their 
sketch. “Not bad,” murmured Grant. 

“Here’s my idea,” Billy explained. “i 
want to be up-to-date—I don’t have to 
follow every other store. The windows 
make it easy to get in the store. Men 
are usually in a hurry, so I put them 
up front. By having the chairs back to 
back I can ask women to walk to the 
rear between the men’s chairs. That 
won’t be any interference with privacy 
—if you see what I mean.” 

Grant nodded. 

Then Billy went on. “I got those 1307 Washineten Ave. 
wicker chairs for women. They can be 4 St. Louis 
placed any way we want. I’ve a big ' 49 Fourth St. 
carpet to cover the women’s section, x... "~~ u 
and runners for the men. Then by hav- ae ty 
ing little swing doors between the 
shelves I cut off the receiving room and 
it makes the whole store rather nice, I 
think. I’d rather keep to this greeny | 
color all through and it will be rather 
. . . nice,” he finished lamely. 

“T think it’s a good plan. You may 
have to change around a bit later, but 
you planned it well considering the 
shape of the store. I should say it 
would match up with the front—when 
it’s finished. 
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WHERE TO BUY 
Children’s Shoes 
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IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 


ITHOUT a word, “J. P.” took a 
*¥Y hand and in a moment the case was 
right side up. “Three,” he exclaimed, 
dusting his hands together. “That’s 
done .. . got a big job on your hands, 
Mr. Rogers ... Gosh . . . I’d like to do a 
bit of real work myself. Nothing to do 
till morning, so if you won’t object I’ll 
Ip you out. O. K.?” 
P Billy stopped suddenly and looked at 
J.P. The man was about sixty years 
old. Thin, wiry and the picture of ner- 








Approved by Medical Mee 


4s 2 fully ventilated shoe, 
the Burkley Ventilated 


1156 Ne. Mala 6t. 
Breekten, Mass. 
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WHERE TO BUY 


Women’s Novelties 


Jhe 
BONDWAY 


Produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 














“Let me show you how that’s to be.” 
Billy was all enthusiasm again. He then 
sketched the front, as follows: 

“The letters in dark green edged with 
black. The background—below the 
half-circle in pale green. The part 
above the half-circle in dark green. The 
two round circles are pale green glass, 
opaque, and behind them will be lights. 
Above my name is a row of concealed 
lights that will just flood the sign at 
night.” 

“Ain’t that poppa’s pride,” exclaimed 
Joe enthusiastically. “If that don’t kiss 
’em on the ‘come-an’-buy,’ nothin’ will.” 

“You did some real thinking, Mr. 
Rogers,” was Grant’s comment. 

“Oh, the store front people were re- 


“Captain Jacks,” Billy gasped. Of 
course he knew Captain Jacks—every- 
body in Fretton knew that fine old 
chap. Not so old at that, perhaps. He 
had owned a small shoe store on Wash- 
ington Street some years ago. A fire 
had destroyed it—and as Captain Jacks 
had some money he retired and became 
the town’s best beloved fire eater! He 
was ready at all times to fight anybody 
and anything that touched upon the 
fair name of Fretton. 

“Well, I know Captain Jacks—and | 
think he’d be glad to come to help out 
for a time. I know he’s restless and 
wants to do something to occupy his 
time. Anyhow, see him.” 

“I wonder if he would,” Billy -aid, 


half to himself. 

“If you wish, I'll phone him ight 
now,” offered “ J. P.” “Where’s the 
phone?” 


sponsible, I guess. It’s to be finished by 
next Wednesday or Thursday; so I'll 
be able to open by a week from Satur- 
day. But that’s two weeks later than I 
expected.” 
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WHERE TO BUY 


Women’s Shoes 
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CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
IN Buffalo, N. ST 


INC. 
alo, N. Y. ‘OCK 








He sighed as he thought of expenses 
going on and nothing coming in. 

“Now, let’s eat,” Grant said. He had 
noticed the tired lines on the faces of 
the two young men and knew that an 
hour’s rest and some food would do 
wonders. 





Airey Way 





RESERVE Srock Ano Surprise s 








| 























HERE’S the phone! Good heave 
Billy had forgotten all about 
phone. What a blunder! How h 
come to forget such an important nat- 
ter? What would he have thougit j 
some one else had forgotten it? 

“It’s not in yet,” was all Billy t 
“J. P.,” however. A walk to a ncigh- 
bor’s store soon solved the immediate 
difficulty. Yes, Captain Jacks hai no- 
ticed the new store and would druwp in 
after lunch. 

That afternoon Billy had another as- 


= rl sistant! It was agreed that Captain 

wer ermse ee 0 VOMEN ; 3 Jacks would come in from eleven to 

é two and from four to six every day 

WHERE TO BUY id except Saturday, when the store was 

: open till ten. And for this work the 

. u Captain was to receive twenty dollars 
Ballet Slippers k a week. Every 
: When Billy told Parker what he had that q 
done, his old boss said: “It may or may 7 
not work. Personally, I don’t think I and to 
BLACK KID BALLET SLIPPERS should have done it. However, Captain mon p 
MADE ON a =e LASTS ~ =] Jacks is a mighty fine man and a good the ret 
600—(Two Grade) ‘146 140 1 38 gs $2) |s shoe man. If he can keep his mind on ase, 
$00 vices Sights wee te a’ a‘! 1°) shoes and not fight for Fretton with plify ii 
J every customer who doesn’t agree with of poli 

Brooks Shoe Mfg.Co. him, it might work out all right.’ 

Swanson and Ritner Sts. Billy felt worried over this and said: H 
Los Angeles—1162 So. Hill St. “It’s only a temporary agreement, of tk 
course—just till I get going.” low an 
“Well, keep that idea in front of the the cus 
Captain.” sons ¢ 
HINGS d quickly and fairl 
; . : moved quickly and fairly ae 
How Billy laid out his shoe store soaaiiie. Tie Canteen enent needy - a 


Lefts and Rights Expertly Designed 

Misses & 

Women’s Children’s 

In No 50 $1.40 
Ne. soo —Bosk le 

H. F. ae | SHOE CO. 


Manufacturers 
5 Girard St., Chicago 








In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
mes SHOE Co., INC. 


147 Duane Street 
New York City 








pumiih 

eALLETS 

Rights and Lefts 
Two Grades 


Wos. Miss. Chi. 

$1.60 $1.45 $1.40 

1.85 1.80 1.26 
In Stock 








328 West Monroe 








They all went to Felkington’s Res- 
taurant and after a good meal returned 
to the store and worked till eleven 
o’clock. 

The store was still a wild jumble. 
Yet it did begin to take form and shape. 
At any rate, they were working to a 
plan. 

The next morning Grant called on 
Billy to bid him good-bye. 

“Thank you, Mr. Grant, you sure got 
me on the right track. I’ll look at your 
line if you like. I’ve bought all I need 
I think—but I want to——” 

“That’s all right,” Grant interrupted, 
smiling. “You have plenty to think 
about now. I'll be around in another 
month and then you'll see better how 
things are. 
help you need?” 


“No,” Billy shook his head, “but I’ve 
got to go awfully slowly on spending 
money. I’ve got a budget, you see,” he 


added with self-conscious pride. 
“I was thinking of Captain Jacks.” 
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By the way, Bot all the 


all his time—day and night—at the 
store, and his experience in arranging 
and stocking shoes proved a tremendous 
help. 

By the following Wednesday the in- 
side of the store looked attractiv.. The 
workmen promised to be through on 
the outside by Friday certain. 

“That leaves us all set to « 
Saturday,” Billy told June Sole: 
she dropped in the store that « 
“Now I'll get my opening ad 
ment ready. I’ve bought an ex 
lot of shoes for the opening, 
got a gift for every customer t 
them in.” 

Joe Rowe’s comment was: “T 
will just stand on its hind legs 
to be served when it wises its: 
us.” 

All the Captain said was: ‘ boy, 
I think we should have a s essful 
opening. But I wish those — dings 


on on 
when 
ening. 
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would arrive.” 
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Do the Shoes You Sell Stay Sold? 


[CONTINUED FROM PAGE 37] 


had purposely fitted her with an eight 
as that was her proper size in the shoe 
she wanted. All his attempts to prove 
this were unavailiing. With her was a 
trouble-making woman, one of the kind 
that go about telling others to “stand 
up for their rights.” The shoe man 
offered to leave the matter of size to 
the factory that had made the shoes 
and to pay all the expenses of the in- 
vestigation. She declined all his offers 
and insisted upon having a new pair. 
“I buy all my shoes here,” she said, 
“and if you don’t give me a new pair 
I'll quit you.” 

The merchant took a look at the 
shoes she and her companion were 
wearing and saw that they were from 
another store. Then his courage 
mounted. Here were two women delib- 
erately trying to put one over on him. 
He made a positive and last offer. He 
would give her an allowance of two- 
fifty on a new pair and that was the 
very best he could do. She flounced out 
of the store and that seems to be the 
end of the story. But is it? Has she 
not learned that there is at least one 
merchant who cannot be bullied into 
doing something unfair to himself? 

All of which raises the question as 
to why shoe stores tolerate conditions 
of this kind. Why aren’t customers 
courteously but firmly made to under- 
stand that shoes once sold are expected 
to stay sold unless there is some real 
reason that justifies their return? 
Every retailer knows the answer to 
that question. Fear of losing a cus- 
tomer causes the merchant to hesitate 
and to yield. But if it were the com- 


mon practice of all retailers to permit | 


the return of merchandise only for just 
cause, what then? That would sim- 
plify it, but how is any such unanimity 
of policy to be brought about? 


HAT stands in the way of it? Two 

things. First, fear of the other fel- 
low and what he may do. If I don’t let 
the customer take advantage of me, rea- 
sons the shoe merchant, some other 
store will and I’ll lose the business. In 
other words, the plane of competition 
is determined by the competitor who 


is willing to yield the most to the cus- | 








tomer, even when the customer is 
clearly in the wrong. 

Second, tradition. In almost every 
community some fine old store bases 
its policy on the rule that the customer 
is king. A good policy, as experience 
has proved. But does it necessarily fol- 
low that the king can do no wrong? 
Certainly not. And yet the fact that 
some outstanding merchant has a rule 
that permits all sorts of returns with- 
out question makes it hard for every- 
body else. 


UCH, then, is the problem. Now for 

the solution. What can be done about 
it? Two lines of attack suggest them- 
selves. First, a tactful effort on the 
part of the individual merchant to make 
his own customers see the error of their 
ways. It isn’t a matter about which 
anyone can adopt a hard and fast rule. 
Every individual case calls for the most 
careful consideration. Most people are 
reasonable when they understand a sit- 
uation fully and when it is presented 
in a courteous way. Much can be accom- 
plished by patience and tact. In some 
cases it may be necessary to yield a 
point. Others may prove so flagrant 
that it will be best in the long run to 
take a bold stand and run the risk of 
consequences. 

The second line of attack is through 
cooperative effort. Chambers of com- 
merce, retail merchants’ associations 
and similar groups all over the country 
are taking an interest in the returned 
goods problem. Some of them are do- 
ing excellent work in showing custom- 
ers not merely that they are sometimes 
unfair in their demands, but that the 
high cost of handling returned mer- 
chandise is adding to the price of 
goods they buy, since the consumer, 
in the final analysis, always pays the 
freight. Educational work of this kind 
will as time goes on bear fruit and the 
results will make it easier for the indi- 
vidual merchant to maintain a decent, 
self-respecting policy with regard to 
the return of merchandise without sac- 
rificing patronage. So it behooves the 
shoe man to take the lead in these co- 
operative efforts to overcome an evil 
that otherwise may overcome him. 








J. W. Rodgers Dead 


BLOOMINGTON, ILL.—John W. Rod- 
gers, president of the Rodgers Shoe 


Company and the Gerhart Shoe Com- | 


pany, prominent in commercial, civic 
and political activities of the commun- 
ity, died August 16, in Brokaw Hospi- 
tal in this city after a brief illness, 
at the age of 78 years. He was born 
October 5, 1851, in Lafayette, Ind., but 
had been a resident of this city the 
greater part of his life. He was widely 
nown in the shoe industry in the 
Middle West, but in addition to his shoe 
enterprises was president of the Lib- 
erty Bank, had served in the city coun- 
til and on the county board of super- 
visors and for four years, under Gov. 
rank 0. Lowden, was superintendent 
of the Illinois Soldiers’ Orphans’ Home 
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| at Normal. 





He was a 32nd degree 
Mason, member of the Bloomington 
Consistory and the Presbyterian 
church. His widow and three sons, 
Harry H., Robert C., and John W., Jr., 
all of this city, survive. 


Zahn With O’Neil Co. 


AKRON, OHIO—J. A. Zahn, formerly 
of Detroit, is now buyer and manager 
of shoe departments for the M. O’Neil 
Company, department store. He suc- 
ceeds J. J. Osborn, who has entered the 
insurance business, and is buying for 
the exclusive women’s footwear shops 
on the mezzanine and also for the men’s 
departments on the main floor of the 
store. 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 

Light, Inexpensive and 

Practically Invisible 
Linings and case num- 
5H bers easily seen when 
Sis transparent form is in 

shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 
Spats 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
In Ali Selling Colors 
$10.50 to $18.00 per dozen 
Samples on Request 
STAR FOOTWEAR 


Howard 


MFG. 
Sts. 








and “Norris 
Philadelphia 
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Wooden Beach Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


Manufacturers 
since 1887 
Milwaukee, 
U. S&S. A. 
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Dancing Taps 
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CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached 

Price 20c. Per Pair 
Brooks Shoe Mfg. Co. 
Swanson and _ Ritner 

Sts., Philadelphia 

















Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 











BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid ‘in 








keeping you ac- 
Pte ete curately in- 
= formed from day 

to day. 





Little Genes’ or Junior 


Youths’ Shoes are obtainable in 
Sizes 12 to 2 of 1 to 2 











Stock Record Book, with 4 Inventory 
———— Pads (or 2 Inventory Pads, and 2 





ton tickets with clips:— 


$9.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 


| jaa |, a || «|| oo j"ASASe slehetel | Buying Order Pads) and 1000 Car- 





100 sheets and 11%” 1 13%” loose leaf binder—also ° ° 
200 daily 252. i< WR. 100 inventory sheets and Above, not including 


50 Buying order sheets. CARTON TICKETS, $5.50 


Shoe Carton Tickets West of Denver, $6.00 
50c. per 100; $1.50 for 500; $2.50 for 1000. Canada and Foreign, $6.50 
Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order please. Postage Prepaid—Check with order, please 
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© Business 
BS AROMETER 


Business Changes 


CALIFORNIA—Los Angeles—Wright (Ltd.) 
3835 Wilshire Boulevard) shoes, etc.; succeeded 
by Brin _— (Ltd.). 

KANSA elma—W. G. Smithers, boots and 
shoes; sold out to J. W. Porter. 

MAINE—Bangor—Freese’s, shoes, 
a7 i: ncorperated. 

aa LAND—Pocomoke City—H. W. Calla- 

+t Sons, shoes, etc.; reported closing out. 

MASS \CHUSETTS—Salem——Gable Shoe Mfg. 
Co. (9 Bentley St.), will be located at 3 Fort 
Ave., after August 10. 

MICHIGAN—Alma—D. W. Robinson, boots 
and shoes, etc.; reported stock purchased by 
William D. Baltz of Addison-Baltz Co. 

Ann Arbor—W. P. Purfield (123 East Liberty 
St.) (cor. 4th Avenue), boots and shoes; re- 

ported going out of business. 

Muanistique—Neville & Raredon, boots and 
shoes, etc.; reported sold out to Lauerman Bros. 
Co., of Marinette, Wis. 

MISSOURI—St. Louis—Mrs. Fannie Orblitt 
(Orblitt Shoe Co.) (816 N. Sixth St.), boots 
and shoes; reported sold out to Mrs. E. Eisner. 

NEW HAMPSHIRE—South Danville—Blaser 
& Phillips, Inc., turn shoe manufacturers; re- 
cently commenced business. 

NEW JERSEY—New Brunswick—Universal 
Shoe Market, Inc. (126 Albany St.), boots and 
shoes; reported to have changed name to the 
Universal Shoe Co. 

NEW YORK—Brooklyn—Cantilever Shoe 
Shop, Inc., boots and shoes; reported name 
changed to Cantilever Shoe Stores Co., Inc. 

Gersh & Slobodker (Howard Ave. Shoe 
Store) (469 Howard Avenue), reported sold or 
closed out business. 

New York City—Lenrose Shoes ; 
izer capital of $10,000. 


etc.; re- 


ine. author- 


_ Shumile Shoe Co., boots and shoes ; 
incorporated. 

Weiler & Leibow, boots 
authorized capital $5,000. 

Zagre Shoe Co., shoes, 
porated. 

Rochester—F. W. Hahn Co., wholesale boots 
and shoes; reported filed voluntary dissolution. 

Wolcott—Buckminster & Graves, shoes, etc. ; 
partnership dissolved; C. Henry Graves retired 
and bought clothing business of William J. 
Olmstead & Son 

NORTH CAROLINA — Asheville — Cinderella 
Slipper Salon, Inc., boots and shoes; reported 
name changed to Pollock’s, Inc. 

Greensboro—Noel’s Cash Store, boots, shoes, 
etc.; recently commenced business at 571 South 
Elm Street. 

OHIO—Loudonville—Car] O. Doerman (Doer- 
man’s Shoe Store), boots and shoes; reported 
closing out. 

OREGON—Eugene—Kenney & McCarger (c/o 
Johnson’s Popular Price Store), boots and shoes ; 
reported removed to Klawath Falls, Oregon. 

Salem—John J. Rottle, shoes, etc.; succeeded 
by Foot Health Shee Co. 

PENNSYLVANIA—Cleona—Cleona Shoe Co., 
shoe mfgs.; recently commenced business. 

East Greenville—East Greenville Merchandise 
Store, shoes, etc.; inc. authorized capital $50,000. 

Elizabethville—G. & S. Department Store) 
(Goldman and Spessler, Props.), boots and 
shoes; reported selling or sold out. 

Philadelphia—L. Silberman & Sons (323 N. 
Third Street), wholesale sole leather; reported 
to have discontinued New York office at 4 
Jacob Street. 

TEX AS — Sinton — Harvey Cook, 
shoes; recently commenced business. 


recently 


and shoes; inc. 


etce.; recently incor- 


boots and 





Failures, Embarrassments, Etc. 


CALIFORNIA—McFarland—L. J. 
boots and shoes; reported assigned. 
CONNECTICUT—New London—Iman Elionsky, 
boots and shoes; reported offering to com- 
promise at 25 per cent. 
DELAWARE — Wilmington — Mrs. Julia E. 
Keogh (714 Market Street), boots. and shoes; 
reported offering to compromise at 15 per cent. 
FLORIDA—Lakeland—T. E. Rogers & Co., 
shoes, etc.; reported petition in bankruptcy. 
Tampa—I. Isaac, reported petition in bank- 


Kuentzel, 


ruptcy. 

FLORIDA—Plant City—H. K. Carroll Dep’t 
Store (Mrs. K. Harrison Carroll), reported peti- 
tion in bankruptcy. 

West Tampa—Aaron Goldstein, shoes, etc.; re- 
ported petition in bankruptcy. 

GEORGIA—Savannah—Fashion Boot Shoppe 
(Abe Raskin Estate) (219 W. Broughton Street), 
boots and shoes; reported receiver appointed. 

ILLINOIS—Chicago—Max Dorenfest (1155 W. 
Chicago Avenue), boots and shoes; reported 
meeting of creditors called for Aug. 13. 

Joliet—Stuart Smith, shoes, etc.; 


petition in bankruptcy. 

Kewanee—-Herman FE. Heise (Heise Shoe 
Store), boots and shoes; reported offering to 
compromise at 33144 per cent. 

INDIANA—Indiana Harbor—Chester Rosen- 

. B. Rosenthal) (3472 Guthrie Street), 
; reported petition in bankruptcy. 

LOUISIAN A—Reserve—George J. Haik, shoes, 
ete.; reported asking general extension. 

MAINE—Rumford—Edward J. Belanger, shoes, 
ete.; reported petition in bankruptcy. 

MISSISSIPPI — Jackson — Markow Bros. 
(“Marks Style Shop”), shoes, findings, etc.; re- 
ported petition in bankruptcy ; reported receiver 
appointed. 

NEW JERSEY—Burlington—Nathan Popkin, 
boots and shoes; reported petition in bank- 
ruptey. 

Passaic—Samuel Greenhouse (610 Main Ave.), 

and shoes; reported petition in bank- 


reported 


ruptey. 
Pathe YORK—Brooklyn—David McLeod (1112 
tbush Ave.), boots and shoes; reported meet- 
ing of creditors called for Aug. 9. 
P- ¢ RS Fagen Inc. (994 Madison 
i i :. 
on a shoes; reported meeting of credi 


New York City—Catherine Aufieri (556 Morris 
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Ave.), boots and 
bankruptcy. 
L. B. Schindler Shoe Co., Inc., 
ing of creditors called for Aug. 9. 
OHIO — Cleveland — Melville Oppenheimer, 
boots and shoes; reported petition in bankruptcy. 
Newark—Sam Rattenberg, boots and shoes; 
reported petition in bankruptcy. 
TEXAS—Pecos—Stewart & Childs (The Fash- 
ion Shop), shoes, etc.; reported assigned. 
VIRGINIA—Bristol—Levison Bros., Inc., boots 
and shoes; reported petition in bankruptcy. 
WEST VIRGINIA—Morgantown—The Peacock 
Shop (Roy L. Bokey, Prop.), boots and shoes; 
reported offering to compromise at 35 per cent. 
WYOMING—Hewitt’s Bootery (A. J. Hewitt, 
Prop.), boots and shoes; reported petition in 
bankruptcy. 


shoes: reported petition in 


reported meet- 


New Shoe Dealers 


New York, N. 
Greenwich St. 

Weiser, Iaaho — Montgomery 
(soon). 

Watertown, S. D.—Montgomery Ward & 
(soon). 

Fredericksburg, Va.—W. T. Grant Co. 

Los Angeles, Cal.—French Slipper Shoppe, 720 
S. Flower St. 

Los Angeles, Cal.—French Slipper Shoppe, 
7004 Hollywood Blvd. 

Bloomfield, Ind.—A. J. Newton Shoe Store. 

Chicago, [1l.—Crown Shoe Stores, 11200 S. 
Michigan Ave. 

Lamar, Colo.—Munsell 
104 S. Main St. 

Xenia, Ohio—Samuel Burgin. 

Syracuse, N. Y.—Atlants Nettleton Co., Inc. 

Baytown, Tex.—H. W. Kilpatrick, Aron Bldg. 

Bellewood, I1l.—Swartz Department Store, 2517 
St. Charles St. 

Kingston, Mo.—J. B. McCaskey. 
. ~y “we Miss.—May & Yawn, East Chero- 
ee 

Best Greenville, 
Store, Inc. 

Williamsport, Pa.—Landon-Gleckner, Inc. 

Newbern, Tenn.—Florman’s Bee Hive Store. 

Tipton, Mich.—C. B. Hertzler. 

Chicago, Ill.—Maling Brothers, Inc. 

Pittsfield, N. H.—J. B. Logan Shoe Co. 


Y.—Forbes Footwear Co., 
Ward & 


New Way Shoe Co., 


Pa.—East Greenville Mdse. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Lewiston, Me.—Leclair-Lebourdais Walk-Over 
Shoe Store. 

Seneca, S. D.—M. K. T. Store. 

West Allis, Wis.—Chas. Schudson, 
field Ave. 

New York, N. Y. 
Corp. 

Ashcville, N. C.—Pollocks’ Inc. 

New York, N. Y.—Miles Shoes, 


Twin Falls, Idaho—Montgomery Ward & Co. 
(soon). 

Jersey Short, Pa.—J. C. 

West Point, Miss.—J. C. 
Bldg. 

Henderson, Ky.—-Montgomery Ward & Co. 

Lafayette, La.—Montgomery Ward & Co., 
ferson & Pierce. (soon). 

Ogden, Utah—-Montgomery Ward & Co., Wash- 
ington and 28rd St. 

Ellwood City, Pa.—J. C. Penney Co. 

Greensboro, N. C.—National Bellas Hess Co., 
108-10 S. Elm. St. 
ene Conn. J. 


— s. D.—J. 
Dakota Ave. 

Chicago, I1l.—Berland Shoe Stores, 
Chicago Ave. and Paulina. 

New York, N. Y.—Spencer Shoe Co., 
Ave. 

New York, N. Y¥.—Spencer Shoe Co., 541 Sut- 
ter Ave., Brooklyn. 

Two Rivers, Wis.—C. H. Jensen. 

Greensboro, N. C.—College Slipper Shop, 
. Elm St. 

Somerset, Ky.—-Godsey Bros. 

Safford, Ariz.—Joe Horowitz. 

Alex, Okla.—Gates & Neill. 

Marks, Miss.—Sobulsky & Silverstein. 

Rogersville, Tenn.—Fields Bros. 

Wheeler, Wis.——Peter Michelson. 

Robstown, Tex.—Guarantee Store, Inc. 

Independence, Iowa—W. T. Woodward 
Morse Bldg. 

Mansfield, Ohio—G. 
St. 

New York, N. Y. 
Third Ave. 

Marengo, Iowa—-Lawlor & Sons. 

Lake Norden, S. D.—Mandelstam’s. 

Lake Norden, S. D.-—Bonde’s. 

Frankfort, Ind. The R‘chardson Stores, S. W. 
Cor. Square. 

New York, N. Y.—S. 
Corp., Bronx. 

St. Petersburg, 
Ine. 

Stuttgart, Ark.—The New Leader, Inc. 

Fulton, Ind.—Cloud & Son. 

Glendale, Cal.—Star Shoe 
Blvd. 

Tampico, Ill.—Oscar Elsner. 

Glenada, Ore.—Wm. A. Yost, Colters Bldg. 

Greensboro, N. C.—Noel’s Cash Store, 571 S 
Elm. St. 

New York, N. Y.—Silver Slipper Shoppe, 1855 
Douglas St. 

New York, N. Y. 
Sutter Ave. 

Asheville, N. € 


6405 Green- 


Even Walk Arch Support 


541 E. 138th 


St 


Pen ney Co. 


Penney Co., Davis 


Jef- 


J. Newberry Co., 376 Main 


J. Newberry Co., Third and 
S. E. Cor. 
6307 18th 


128 


Co., 


R. Kinney Co., 7 N. Main 


Silver Rod Bootery, 2125 


& C. Shoe Repairing 


Fla.—Goodwin’s Shoe Store, 


Co., 108 Brand 


Silver Slipper Shoppe, 500 


—Barker’s, 39 Grove Arcade. 
Marlborough, Mass.—Times Shoe Co., Inc. 
Poston, S. C.—Poston Supply Co. 
Parker, S. D.—Meyer Co. 

Pahokee, Fla.—-Lake Shore Supply Co., 
Dunedin, Fla.—-Tharin’s Dry Goods Co. 
Bedford, Mo.—Shaffer Store. 
_ N. Y.—I. Miller & Sons, 


» Highland, N. Y. 


Inc. 


171 Genesee 


Martin Weiss, 38 N. Division 


y TY Iil.—G. 
and Keeler Aves. 
Chicago, Ill.—G. 
Ave. (soon). 
Chicago, m.—c. 
velt Road. 
Memphis, 
(new dept.). 
Ponca City, 
land Blk. 
», Quincy, Il. 


R. Kinney Co., Cor. Madison 


R. Kinney Co., 1613 Belmont 


R. Kinney Co., 3515 Roose- 
S. Main St. 
Okla.—Harold L. Barnes, Mar- 


734 N. 10th 


Tenn.—JeNan’s, 55 


Crispin Shoe Store, 


Clarinda, Iowa—Brown Shoe Fit Co. 

Herkimer, N. Y.—Raymond French. 

Los Angeles, Cal.—D. Goldstein, 2128 Brook- 
lyn Ave. 

New York, N. Y.—Marvel Shoe Store, Inc. 

Miles City, Mont.—Montgomery Ward & Co., 
Seventh and Bridge Sts. (soon). 


(soon). 
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THIS MAY BE 


YOUR OPPORTUNITY 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTEI! 








Salesmen Wanted 


Southern and Middle West- 
ern territories open for our 
“Fast Selling” men’s stock 
shoes. 


Conrad Shoe Company 


Brockton, Mass. 











WANTED—Salesmen, preferably with auto- 

mobiles, to carry medium grade line of 
Brockton made young men’s stock shoes, either 
as side line or straight line, on com 


SALESMEN WANTED 


To sell an unusual line of Women’s Hot 
novelty shoes carried “‘in-stock’’ all at 
one price, styled high and priced low. 
Can be retailed at $3.00 and up. Texas, 
Oklahoma, Mississippi, Louisiana, Geor- 
gia, Ohio, Wisconsin, California and 
other desirable territories mow open. 
This is big proposition on straight liberal 
commission basis. 


Address Stylo Shoe Company, 14th 
ag Washington Avenues, St. Louis, 
o. 











WANTED—Residential Salesman; to sell on 
commission basis. reference required. 
A line of popular priced Infants, Children’s, 
Grown Girls, Women’s McKay Arch Line, 
carried in stock. To be sold to retail trade, 
gre Stores and Chain Stores. Address 
B-285, care Boot and Shoe Recorder, 239 West 
39th St., New York, N. 





basis. Address B-271, care Boot and Shoe 
Recorder, 239 W. 39th’ St., New York, N. Y. 





wanted in Rocky Mountain 

States, also New Mexico and Arizona, to 
carry with other non conflicting line a fast 
selling line Ladies’ in-stock novelty shoes to 
retail from $4 to $6 and _ distributed from 
St. Louis. Liberal commission offering. Big 
earnings to a hustler. Address B-277, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, , a 


SALESMEN 





WE have an opening in several territories for 

a sideline shoe salesman, to carry a com- 
plete line of spats, rhinestone ornaments and 
cut steel buckles of our own make. Address 
B-270, care Boot and poe Recorder, 239 W. 
39th St., New York, N. 





ALESMEN WANTED—Snappy Side Line. 

Well known Infants First Step Shoes—Soft 
Sole Shoes—Moccasin Gift Sets. Best sellers 
in stock. Liberal commission. Monthly settle- 
ments. Experienced hustling salesmen only, 
with established trade. Give references, Terri- 
tory and lines now selling in first letter. 
G. W. CHESBROUGH, Manufacturer, 797 
Smith St., Rochester, N. Y. 





FOUR SALESMEN WANTED 

FOR WESTERN STATES 
One of largest and best known manufacturers 
of House Slippers in Turns, D’Orseys, Mules 
and Boudoirs, also offering an exceptionally 
strong and attractive line of leathers, satins, 
fabrics and felts in snappy and up-to-date lasts 
and patterfis for men, women, misses and chil- 
dren, has four splendid positions open. Ex- 
perienced and go-getter salesmen, traveling in 
automobiles and who are anxious to work dili- 
gently, can assure themselves of splendid in- 
comes. Wanted for Montana, North and South 
Dakota; Minnesota; Oregon and Washington; 
Wisconsin including Milwaukee. Liberal com- 
mission proposition. Send complete informa- 
tion and references. Address B-287, care Boot 
and Shoe Recorder, 239 West 39th St., New 
York, N. Y. 





SALESMEN wanted, resident territories, Con- 
necticut, New York State, and South Jersey, 
Handling Welts, McKays and _ Stitchdowns. 
Address B-288, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 





XPERIENCED salesman for New Jersey 

wanted for progressive wholesale house. 
Will turn all our accounts over to the right 
man. Also have opening for New York City 
and State. PLATELL SHOE CO., 158 Duane 
St., New York. 





St., New York, N. 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. 

words to an inch 


Allow 45 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 


Y., on Monday of the week of publication in order 
that advertisements be published same week. 
will be put over to the following week’s issue. 





Otherwise insertion 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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RALSTON Shoemakers (Men’s Sh 
important territories which are m 
tensively covered, making an oppo: 
towns which are not now called upon 
more men who have an established | 
take a short line of fast-selling in-st 
on a_ strictly commission basis. Rk 
— MAKERS, 984 Main Street 
ass. 





SAL -ESMEN—A Manufacturer of m 

high grade stitchdown shoes alter, 
did sideline proposition to Salesmen 
established retail trade. Commission 
State territory covered and give rei 
lirst letter. Address B-289, care 
Shoe Recorder, 239 West 39th St., N 
N. ° 





LINE WANTED 





SALESMAN with established trad 

factory line of women’s novelty 
Southern Territory, 20 years’ experier 
dling high class shoe stores and 
stores, will finance myself. Commiss 
accepted orders, wire or air mail mx 
Box 732, Jacksonville, Fla. 





STRONG line wanted. $2.00 
women’s novelties for Missouri a 
Have large following among volu 
Address B-291, care Boot and Shv« 
239 West 39th St., New York, N 





SALESMAN with large established 
North and South Carolina, Ge 
Klorida, seeking line. Address B 
Boot and Shoe Recorder, 239 West 
New York, N. Y. 


THE SYSTEM SHOE ST ORE Z. 

shoe retailers in Detroit, desire 
tion with a Work Shoe Line. Volu: 
assured. Reply 1663 Penobscot Bld 
Mich. 


HE SYSTEM SHOE STORES, 

shoe retailers in Detroit, desir 
tion with a Ladies’ Novelty and S« 
line. Volume business assured. ik 
Penobscot Bldg., Detroit, Mich. 


HE SYSTEM SHOE STORES, 

shoe retailers in Detroit, desir 
tion with a Men’s Popular Priced 
Line. Volume business assured. /! 
Penobscot Bldg., Detroit, Mich. 


THE SYSTEM SHOE STORES S, 
shoe retailers in Detroit, desir 
tion with a House-Slipper Line. 
ness assured. Reply 1663 Pen 
Detroit, Mich. 




















POSITION WANTE!) 





HOE MAN, 12 years’ experience, 
sition as assistant buyer or m 
dress B-290, care Boot and Shoe Rs 

West 39th St., New York, 

HOE MAN—Twenty years’ expt 

ing, buying, management, advert 
stores in Ohio. Married, Gentile, 
afraid of work, willing to go anyw! 
utive ability. Best references, in 
ent and past employers, traveling s 
manufacturers. Address B-292, cai 
oor Recorder, 239 West 39th St., 


Boot AND SHOE RECORDER 
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BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 








WANTED TO PURCHASE 





— 











BUSINESS OPPORTUNITY 
PARTNER WANTED 


wit!) capital and shoe store experience 
by young man with progressive ideas, 
now in established running shoe busi- 
ness in thriving city of New England, 
wit! a drawing population of over one 
hun red thousand, on the Main Street, 
up-to-date store, attractive front, good 
fixtures, 100% location heart of city. 
Chace to make good money, willing to 
inco: porate, store has done over $90,- 
000 Write. 


Pay tucket Post Office Box 295 
Pawtucket, R. I. 

















TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 











If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1443 











HIGHEST CASH PRICES 
PAID 


fer shoe stocks, slow sellers, ete. Short term 
leases taken over. ransactions confidential. 
Est. 1890. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 





FOR SALE 





\LE—To close estate; Good retail shoe 

ss of twenty years’ standing in Fargo, 
| akota. Direct inquiries to HE 
{ANTS NATIONAL BANK AND 
COMPANY, Fargo, North Dakota. 








FOR RENT 


OR RENT—Shoe Department in Bargain 
Basement. Best location in the city for 
popular-priced ladies’ and _ children’s shoes. 
Be N TON, Allentown, Pa. 





WANTED TO PURCHASE 


WAN’ 

York « 
to offer? 
Recorder, 











to buy a good shoe store in New 
New Jersey State. What have you 
Address B-294, care Boot and Shoe 
39 West 39th St., New York, N. Y. 








HELP WANTED 








SALES MANAGER 
WANTED 


We want to contract a real sales 
executive looking for a future with 
a mid-western manufacturer of 
men’s shoes. He must know the 
volume trade and also be capa- 
ble of handling sales force, sell- 
ing In Stock line. An oppor- 
tunity to invest is also open to the 
right man with a promising record. 
If you know a good man give us 
his name. Address B-286, care 
Boot & Shoe Recorder, 239 West 
39h Street, New York, N. Y 








Do You Know? 


That you can buy or sell it through 

“Where to Buy” column. This 
feature in its quick service is a time 
‘aver in meeting immediate needs. 
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Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Dock 0362 








MERCHANTS’ NEEDS 








POMPOMS 
AND ORNAMENTS 
FOR SOFT SOLE SLIPPERS 


The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 























MERCHANTS’ NEEDS 








SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special mer- 
chandising events for men, women and children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 








Wi NDOW 
DISPLAY FIXTURES | 
4nade by 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
5, SEND FOR CATAIOG 


Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 190° New York 








ppcdai STORE Mi D 

To provide ad uate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 





§PUMPS-WATER sverans- HAY 


absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 


Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
™WE Ke £-MVERS & BRO.co, 
SHLAND, OHIO. 
TOOLS - DOOR 

















ESTABLISHIO 


LABELS 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2e3- 271 LEXINCTON AVE , BRODK LYN. NY. 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 

















MERCHANTS’ NEED 


MERCHANTS’ NEEDS 














Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest she! 

















ves convenient- 


“hey last a lifetime 
and 


o- made P.. or 
kind of 1 shelving. wae 
hee 4 for general Fn | 
us he best 
ladder for your on 
Milbradt 
Manufacturing Co. 
Established i895 
2416 No. 10th Street 
ST. LOUIS, MO. 














MERCHANTS’ NEEDS ; 











“MANCHESTER” 


(Trade Mark Reg. U. 5. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nippe: 
made which is jus? 
the right shape to cat 
eut tacks on the inside 
of shoes. 


“Manchester” 
rade Mark Beg. U. 8. 





tacks close to the in- 

sole. 

Be sure and specify 
Genuine 


“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if 
‘your dealer cannet 
\ supply you. 

} Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


waHIAIHM 


Boston, Mass. = uke 











Form New Shoe Firm 


BLOOMFIELD, N. J. (UTPS) — The 
Stromfelt Brothers of 41 Berkley Place, 
Bloomfield, have organized a new shoe 
company to be known as the Federal 
Shoe Stores, Inc., and to deal in shoes, 
hosiery, etc. The company has been in- 
corporated for $25,000. The following 
were listed as the _ incorporators: 
Joseph Stromfelt, Irving Stromfelt and 
Max Stromfelt, all of Bloomfield. They 
named as agent in charge Herbert I 
Levine. 





THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 
MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 











Buckland Returns to St. Louis 


ROCHESTER, N. Y.—H. E. Buckland, 
for the past eight years a partner of 
Fred S. Elam, of the E. & B. Shoe Co. 
and the Fred S. Elam Shoe Co., Inc., 
has sold out his interests to Mr. Elam 
and has returned to St. Louis, his for- 
mer home. Mr. Elam has undertaken 
a program of expansion, included in 
which is the standardization of all 
shoes by the Compo process. These 
factories formerly made machine turns 
and stich-down shoes for children and 
infants. 


Woolen to Manage Dep’t. 


Des MOINES, Iowa (UTPS)—Sarde- 
son-Hovland company, owners of a de- 
partment store at Eighth and Locust 
Streets, have opened a shoe department 
on their first floor. They will carry 
a line of shoes exclusively for women. 
L. C. Woolen, formerly manager of the 
Napier Booteries in Omaha, Neb., will 
manage the department. 


Dr. Smith Elected 


INDIANAPOLIS, IND. (UTPS) — Dr. 
Hallam P. Smith, who maintains offices 
at the Marott Shoe Shop, was elected 
one of the vice-presidents at the con- 
vention of the National Association of 
Chiropodists held in Buffalo, N. Y., 
August 7. 
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MONTCLAID 


49th to 50th Sts, 

= } Bocas and | 
Tub and Shower Lexington Ave. 
$3 to *5 NEW YORK CITY 


per day 


For 2 persons 
$4108 || 800 Rooms 
r da 
—— Each with Tub 


Suites 
#8 to #12 and Shower 
per day 


Special Monthly |] Radio in Every Room 
and Yearly Rates . 











Td 
3 minutes’ walk from Grand Central. 7 ‘mes 
Square, Fifth Avenue Shops im; 
commercial centers, ding shops and 
theatres nearby. 10 minues to Penn. Stirion, 


Grand Central Palace 
only 2 short blocks away 














Cincinnati Stores Moved 


CINCINNATI, OHIO—Only tw it of 
eleven shoe shops and departments are 
left on the four sides of the block 
where the Emery interests are making 
way for their forty-two story office 
and theater building. H. & S. Pogue 
Company building is the only strue- 
ture of consequence in the b! that 
is being left. Another smal! building 
that houses the Chandler Shoe Shop 
on the Race Street side wil! 
main. The Feltman-Curme Stor 
McAn Shop, Queen Quality ani 
were among those forced to 
and all are now located wit 
block of their old stands. 


New “Shoeland” Shop 


Satt LAKE City, UTAH—‘“‘Shoeland” 
is the name of a new upstairs shoe 
shop in the Community Market build- 
ing, 45 East Broadway which Norman 
Christensen, shoe retailer of this city 
for many years, will head with ©. A. 
Erickson, with Mr. Christensen for the 
past seven years in immediat: charge. 
The International Shoe (vmpany’s 
$4.85 and $3.85 lines will be carried 
exclusively. 


Marott Purchases Stock 


INDIANAPOLIS, IND.—The entire stock 
of shoes owned by the Tru-Pe-!)ic shoe 
store here at 12 North Pennsy!vama 
Street, has been purchased hy_the 
George J. Marott shoe store, 18 East 
Washington Street. The lease held by 
the Tru-Pe-Dic store on the quarters it 
has held for several years, is a}out to 
expire and the firm decided to sive Up 
its local store. The entire ck is 
being moved to the Marott st 
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Satisfy the Foot as well as the Customer 





|ES... that’s exactly | foot is a trifle smaller. Our 
| what I want. Even a REPCO stretcher, however, 








‘} though they area <<lf (% /77) will ease that shoe in such a 


} 





, . ; aaa al ‘ P 
half size smaller, this partice — - way that it will never cause 
ular style may be realcom- — <e you discomfort.” 
fortable.” 


**Let’s slip them on, madam. Now, @ Just how frequently this situation 
bear your weight, please, and step arises is best known by the salesman 
rather solidly. How do they himself. His careful fitting 
feel?” , i gains and holds desirable 


f. «\~ -—-» trade. In the retail shops an 
“Well, this one seems a lit- a Typ 


tle too snug. But perhaps it’s ~~ AY ty = 
C heg y"\ 





imagination because they are 


“Nearly every- orderly equip- 
one’s feet vary, ment of stretch- 
madam. Appar- ers is necessary 


ently your left — in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by astrong 
steel hinge. The aétion is easy, accurate 
and dependable, through a simple mech- 
anism—toggle joint and slow ation 


U} 
\pany’s thread screw. 


-arried 


For Sale by Shoe Findings “Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


H 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, Mass... 
Alden, C. H., Abington, Mass 
Athletic Shoe Co., Chicago, Ill 


Bleecker Shoe Co., New York City 
Blog Shoe Co., New York City 


Blue Ribbon Shoemakers, St. Louis, Mo., 
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“The time has come,” the Walrus said, 
“To talk of many things— 

Of ships and shoes and sealing wax 
And cabbages and kings.” 


And so, in next week’s issue, we will 
talk about shoes and polishing wax and 
on the care of things, for the season ap- 
proaches when weather changes a new shoe 
into an old shoe in appearance over night. 
The subject complete—with recommenda- 
tions on the care of the new leathers. 
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HE window comes into its own in 
September. The walking days of the 
Fall are just ahead and window display 
is twice effective. We show how a simple 
stream, used as a _ background, can be 
changed fifty-two ways, covering a year 








of window publicity. 








INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vulcanizes the outersole to the 
innersole .... 


One pliant unit that will neither crawl, bunch nor squeak .. . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
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